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Be times what they may, 
no part of the fine art 

of tanning ...as exemplified 
in Tandrite... is lost 


or latent. 


The name Tandrite still 





stands for all that is finest in 
quality, color, craftsman- 


ship and finish. 
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4 foxed, square wing tip, o~ 


oxford with double sole 
and extended heel, by 
STETSON SHOE CO., INC. 


South Weymouth 90, Mass. 
Tandrite Brown Calf, Color No. 424 
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Who is Lady Get-Your-Money’s-W orth? She is any and every woman 
shopping for shoes, nowadays. She has no illusions about value . 
she knows what she wants. And once she encounters Vitality 
quality-for-the-money shoes she’s your friend for life. Whatever 
else the future may bring . . . depend on it, it’s bringing 
more customers to stores identified with Vitality Shoes. 


Vitality Open Road Shoes for Outdoor and Campus Wear 


Made by Americas Largest Shoemakers 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 


Vol. CXXXI, No. 1. 





BOOT AND SHOE RECORDER, published semi-monthly by Chilton Company (Inc.) Entered as second class matter June 5, 1943, at the Post Office in 
Philadelphia under Act of March 3, 1879. Subscription price $3.09 per year. Printed in U.S.A. (Canadian rate $3.50 per year.) 




















Independence Is A Wonderful Thing! 




































Holland-Racine Dealers 


place a high value on their inde- NATIONALLY ADVERTISED IN 
pendence and so do we. Seeingeve = BOOST + COLLIER’S - LIBERTY - ESQUIRE 
to eye on the importance of this 
independence, we seek at all times 
to strengthen it, never to compete 
with it, through company stores. 
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= = OP - RACINE Sm 
PRODUCTS OF PRIVATE ENTERPRISE — FOR INDEPENDENT DEALERS ONLY... 
Three comprehensive, Nationally Advertised lines — and as the ads say: sold only 


by independent dealers who are professional hands at shoe fitting; double assurance 
of customer satisfaction. 


HOLLAND-RACINE SHOES, tne. wicuican 
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Tis sole sly OV 


—right around the clock 





Sling pump with snakeskin 
platform and NEOLITE Sole 













Strapped gold sandal with 
lipstick red NEOLITE Sole 


MARK THIS MARK! 
Only Genuine NEOLITE Soles 
bear the name “NEOLITE” 


NO OTHER SHOE SOLE HAS ALL THESE ADVANTAGES: 


e Far outwears leather—yet ¢ Forms firm platform for the foot 
we WOMEN get sold on a sole, that’s news! And light in weight ¢ Insulates the foot against heat or 
- women—amillions of ’°em—are sold on NEOLITE. They ¢ Completely waterproof cold 
know it’s the only sole that’s right around the clock— ¢ Non-skid—wet or dry ¢ Most comfortable shoe sole made 
right on any kind of shoe, from daytime flats to high- ¢ Helps keep the shoe in shape Nationally advertised 

z ® Does not mark floors radio and magazines 


heeled evening sandals. What’s more, they've seen 
NEOLITE Soles on America’s smartest shoes NOT RUBBER - NOT LEATHER + NOT PLASTIC - NOT FABRIC 


GOODFYEAR 
NEOLITE SOLES 


NEOLITE ODYEAR TIRE & #UBBER COMPANY 


Just showing the NEOLITE name makes your job easier. 
The sole makes the sale—when it’s NEOLITE! 
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@ Know the reason for the rising demand 























for Main Spring* Arch shoes? They 
solve that tough problem of giving 
extra support to normal, hard- 
working feet—while still looking 
just as smart as regular shoes, 


or smarter! It’s their blend of 


— 


7 


scientific design and modern 
styling that does it. Check 
around — and you'll find 


more and more men are 


¥ 


counting on Main Spring 


getttOtPennencee 
ea, 


Arch shoes to furnish 


a* 
at 


Wy 
easy, restful support — Seceonner?” 


confidentially. 


*REG. U. S. PAT. OFF 


WALK-OVE 


New York Sales Rooms Geo. E. Keith Company 
Marbridge Building—822 and 906 Brockton 63, Mass. 
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=e There's still no 
satisfactory substitute ! 


One of the earliest red-letter dates in the history of civilization was when the 
primitive desert men of the East discovered that leather “breathes”. They found 
that the slow evaporation of moisture through the pores of a water bag, or bottle, 
made of leather kept the contents fresh and cool for many days of desert travel. 
Horizons beckoned—civilization was on the march! 


Even now, centuries later, the Bedouins driving caravans across the burning 
sands find this the most satisfactory method of keeping their drinking water 
fresh and pure. 


And today throughout the civilized world, men know that to insure “foot- 
comfort” there is no satisfactory substitute for the “breathe-ability” of sole 
leather—especially sole leather scientifically tanned the American way. 





Remember—an American Oak sole makes any shoe a better shoe. 


THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI CHICAGO ST. LOUIS BOSTON 
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Illustrating Cambridge's Original eee Te 
/ ) TELEVISION BOOT - 


j | styled for 1947 merchandising ! f 
j « New Stylish Roomier Wall-Type Last i 
i } * Concealed Zipper : 
\ * Fast-Stepping Secure ay 


Cambridge . . 
7 


in stylizing stormy-and-cold-weather 








. pioneer specialist 


footwear . . . brings you a variety of 


styles and convenience features for 


Pia 
U. s. A. 
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Experience 


is a good thing but it is not everything. The 
















knowledge of how it was done yesterday should 
never be allowed to blind us to the vision of how 
it may be done better tomorrow. The organ- 
ization known as Alfred Vamos, Inc., has always 
eagerly examined every new idea offered to the 
shoe industry. It has always pioneered in the new 
thing as soon as it demonstrated its value . . . the 
stretchable shoe made with Lastex yarn . . . the 
new and better plastic shoe... other outstanding 


improvements as they appeared. Specify “Vamo- 





sized’ when ordering shoe materials or shoes. 


ALFRED VAMOS is the inventor of Stretchable 
Shoes and a specialist in all types of shoe fabrics 


made with 
Reg. U. &. Pet. O8, 


THE MIRACLE YARN THAT MAKES THINGS FIT 
*+United States Rubber Company 


ALFRED VAMOS, ING. 


QUALITY SHOE MATERIALS 


406-416 Marbridge Building ° 47 W. 34th St., New York 1, N. Y. ° Tel.: Wisconsin 7-8827 
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MORRIS W. mith — 
MANUFACTURER 
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NEW BOWS 
TAKE A BOW! 
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stitching 
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= —_ are PAULAN'S newest creations . . . 
a brand NEW trend in bows . . . STITCHED AND 
PIPED. This new, fresh note of designing make these 
beautiful bows meet the immediate approval of all. 
GENUINE LEATHERS with piping to match . . 

contrasting white stitching. They are NEW .. . they 
are FIRST . . . they are the feminine choice. Metal 
clips attached, for easy selling at your fitting stool or 


accessory counter. In stock for immediate delivery. 


Write or wire your order today. 
Minimum order — 1 dozen of a color in a style. On all 
orders less than 3 dozen pairs include remittance plus 50¢ 


bandling charge. Terms, net 10 days. F.O.B. Boston. 


111 LINCOLN STREET »« BOSTON 11, MASS. 
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It’s Really 2 in I 


Deep Snow Protection 
in the Suburb... 


Here it is! The new Hood Commuter 

Boot your male customers will 

really go for. They’re light . . . 

they’re flexible . . . they’re stretch- 

able. A real ‘“‘She-man’s”’ style boot 

that actually does double duty. 

In deep snow, wear the trousers 

inside with a fit and feel which . : en 
means solid comfort. 


Wet Weather Protection in the City... 


And in the city, wear the trousers 
pre outside. They look trim—like 
RY smart rubbers—keep feet dry and 

ankles warm. The Commuter 
l Boots stretch right on over the 








4 
ru . shoe—no tugging or straining— 
N* and they kick off with 
the flick of a toe. Here’s 








/ 


another example of 








the profitable promotional 
items in the all- 

_- year-round Hood line of 

oe ; rubber footwear. 


The complete Hood line offers styles for each season 
of the year—Spring, Summer, Fall or Winter 


Retailers who stock the entire Hood line of rubber and canvas foot- 
wear gain two important advantages. First, there are feature 
numbers for every selling season—which means all year ’round 
profitable selling. Second, 50 years’ experience in improved manu- 





facturing methods has consistently produced reliable merchandise 
bearing the Hood trademark—a mark of dependability which means 
satisfied customers. HOOD RUBBER COMPANY, a Division of 
The B. F. Goodrich Company, Watertown, Mass. 
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Gleaming, pliant Colonial Patent Leathers make designers’ 










dreams come true... women’s eyes sparkle 

| . . and cash register bells ring! That’s why 
l 

; you see them everywhere, in a rainbow of 

P 


glowing colors, in beautiful 


shoes like these. 
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be keyed to the same accurate time. 


Secondary clocks and connected time record- 


ing devices of all types are automatically self- As an integral part of an IBM Time Control 
regulated every hour by this IBM Master Time 


Control unit. 


The latest model of this unit even provides in and year out. 


With the installation of an IBM Time Control 
and Time Indicating System, all operations can power interruptions. The unit also automatically 





IBM 











International Business Machines Corporation, World Headquarters Building, 590 Madison Avenue, New York 22, NY: 











reserve operating power for use in the event of 


regulates the rate of the clock to agree with the 
frequency rate of the electrical supply used. 


and Time Indicating System, this new unit auto- 


matically provides constant, accurate time year 


ELECTRIC TIME SYSTEMS AND TIME RECORDERS 
ELECTRIC PUNCHED CARD ACCOUNTING MACHINES 
AND SERVICE BUREAU FACILITIES 
ELECTRIC TYPEWRITERS ° PROOF MACHINES 
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ya ou look at them and your heart leaps in response to the 
eo. = . % genius of styling. the richness of leathers thot soy, 
— , S ~ Ms “British Walkers!" And only in these do you find 
IN < ~ 5 ; \ patented Synchro-Flex construction that gives 
MADEMOISELLE \y you such glorious support with freedom 
TOWN AND COUNTRY é \ unrestreined when you walk. No 
JUNIOR BAZAAR @ “vy 4 smart eye can poss them by! 


MIST in Army Russet 
Scotch Groin is @ 
foot -fashion-and- 
freedom Number 
One for months 
chead. its 2 1/8" 
heel is covered. 


ct ORT MMKERS 


and Women 
ea J. SMITH SHOE CO. CHICAGO 
Baya? 


. ~~ “ “ee 
a& CW DRA 


we P , 
~ ym > 4 f _ i Gf 
4 P a a a a - y 
a ar ) v4 y 4 4 F 
witttle bb SOCCALY, 
¥ 


kee CME CY COMA CC ™? ‘ heart- -lifting, 

~ foot-symphonies for every action-hour. 
ya” Lovely to look at...and the only shoes 
ie graced with patented, “Synchro-Flex 
bs | construction for joyous walking... 


J. P. SMITH SHOE Co., Chicago, makers. 


* The greatest modern advance 
= yt\ in shoe building. 
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app COLOR ro your TAN sHOES 


WITH BF BE Tl ONE 


Tones of Brown — Wine — Mahogany that provide a lasting 












depth of color—that rich hand-rubbed appearance. A new 
formula for “toning” tan shoes to meet the customer’s approval. 
BE BE TONE rubs on and wipes off easily without streaks. 
BE BE TONE brings out the grain of the leather, darkens stitch- 
ing and perforations. 


BE BE TONE is widely used by shoe 
manufacturers for color antiquing — now 
available in pint jars for application by 
the shoe retailer and repairer. 


Sold by Shoe Findings Dealers 
and Shoe Store Supply Houses 
#1§ Medium Brown #28 Mahogany 
#18 Dark Brown #31 Wine 
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Cote CAGE 


is the leather that sells your shdes 
when society seeks the sun 


At southern resorts, Cretan Calf is again playing 
a leading role in the drama of tan-and-white. 


The rich beauty of this famous vegetable tannage 
— beauty of color and beauty‘of finish — stands out 
in pleasing contrast against the white buck. And 
Cretan Calf offers more than distinctive appearance: 
Its luxurious softness assures soul-satisfying 
comfort throughout the life of the shoe . . . so your 
customers come back to you again and again for 
footwear fashioned from famous Gallun leathers. 


By building a loyal following, Gallun leathers 
help you take your place in the sun. Check the Gallun 
numbers in your orders to leading manufacturers, 

A, F. Gallun & Sons Corporation Tanners, 
Milwaukee, Wisconsin 
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This Raw-Cord design was re- 
cently featured in The Saturday 
Evening Post. Write for your 
free copy of our complete new 
1946-47 catalog. showing de- 
tails of this Multi-Angle-Cord 
sole and heel, as well as 34 , 
Pages of other smart soles and sid 
heels by Gro-Cord. 1s 


ja 


GRO-CORD RUBBER COMPANY ~ 
LIMA, OHIO a 
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. are ready for immediate delivery in a full 
range of beautiful colors (Sapphire, Green, 
Brown Rum, Town Brown, Black, White, 
Italian Blue, Red, Burgundy Wine, 
Cafe au Lait) and including 


that sensational 


*By permission of Colonial Tanning Co. 
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BOSTON 11, MASS. 














Shoes and comfort should go together. A great amount 
of foot ease is derived from leather shoes, and tanning 
technique determines the flexibility, the response to foot 
movement, of the upper leather. Our Calfskins and Side 
Leathers are expertly tanned, to render comfort while insuring 
long wear and handsome appearance. 


AMERICAN HIDE and LEATHER COMPANY 


BOSTON 
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JARMAN’S 


TLRS == Jarman's STYLING creates immediate desire 


FOR YOUR STORE 





SHOES FOR MEN 
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The Jarman NAME inspires confidence 


Jarman’s FRIENDLINESS of FIT insures repeat sales 


@ For volume sales, Jarman offers you an unbeatable combination—Styling 
... Name... Fit. And Jarman’s Styling and Name, both famous for years: 
will be promoted still further this Spring in Life, Esquire, The Post—ten full 
page, full color ads featuring Jarmans as the “Leading Styles of the Style 
Leaders.” Thus, with Jarman, your store becomes, at once, a style center 
and a store to inspire confidence. And, as soon as each sale is made, 
Jarman’s friendliness of fit starts working automatically, assuring you a 
steady flow of repeat business. Yes, for volume sales in your store, Jarman 
offers you Styling... Name .. . Fit—the perfect combination to bring in 


new customers and bring back old ones. 


JARMAN SHOE CO . Division General Shoe Corp « NASHVILLE, TENN. 
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ORIGINAL COLOR BY OHIO 





SHUFFIE 





JULIAN & KOKENGE CO. 
COLUMBUS, OHIO 


Quallly Cg Latter 


THE OHIO LEATHER COMPANY airarp, ouio 
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Is the Shoe Line 
For All The Family 


Every member of a family who wears a pair of 
shoes is a prospect for the modern Sundial retailer, 

with a merchandising plan that simplifies and strengthens 
his selling operation by the promotion of a single great 
brand name to this entire market. From tots, through 

‘teen age to maturity; for both sexes and for all 
purposes the family buying group may turn 

confidently to the Sundial dealer, and the satisfaction- 


giving footwear that carries the Sundial trademark. 


SUNDIAL SHOE COMPANY 


DIVISION OF INTERNATIONAL SHOE COMPANY, MANCHESTER, N.H. 
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In stock in Sizes 4% 
to 8. 
















* 
Carried in 3 Widths 
...Slim...Medium... 
Chubby to insure a 


perfect fit. 
] 
2 ec N . Te 
$ fe area a ae ee 
White ... 1902 ~ ing Promotion in 
he Brown .. . 1903 Preparation. 
, Black . . . 1904 . 


Leiatis ted Dealer Aids and 
Mats furnished upon 


request. 









>, 
s ROMENADE SHOE (orp. 
“Se 118 WEST BROADWAY - NEW YORK 13, N.Y. 
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FORTUNE IN ‘FORTY SEVEN... 



















When your Fortune salesman spreads out the new Fortunes for your approval, you're going to see “America's 
smartest line of shoes” . . . a complete array of authentic footwear that, for style and value, “tops any line in the country.” 
(Not our words, but the words of a retdiler who previewed Fortune's Spring, ‘47 series last month.) 

And, to promote your new Fortune line, there will be seven full page, full color ads in Collier's and True, by far the 
largest campaign for any Fortune season. And, to promote the new Fortunes right in your windows and in your store, 
there's a merchandising program that includes a permanent De Luxe Window Display and ‘Bonanza’ window shoes... 
an interior shoe displayer . . . and a full series of window panels with motion and flashing lights to present Fortune's 

four new promotions. Yes, your Fortune salesman has a treat in store for you, and you'll have a treat in your store 


for your customers next Spring and Summer. 


RICHLAND DAVIDSON SHOE COMPANY 
DIV. GENERAL SHOE CORP., NASHVILLE, TENN. 
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SHOES 





FOR MEN 


PLATFORM 
UPPER CEMENTING COVER CEMENTING LIP CEMENTING 


oe 
Se 3 
_ 
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BE BE TEX, latex type and BE BE BOND. solvent type, synthetic rubber 
ceménis have been developed with>one objective in mind — to meet the 
requirements of shoe manufacturers for @iticient general shoemaking cements. 
There is a Cament for each adhesive or eration for every type of shoe. 


The performance qw@ility of each number is a result of ate ; 
research with the bes!<@f available materials. This is 
by thorough testing and refSqiine 
cement is included in the line Wii " 
ard of performance is assured by k orat 
attention to variable shoe industry oD@EG ng 
In the BE BE BOND line a limited ni@iber 
cements are now available. Your United re 
glad to assist you in determining the most advar t rc 
your allocation of crude rubber. 


qe; 


BOTTOM CEMENTING SOLE CEMENTING PLATFORM CEMENTING 


Products of B. B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts 
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AND ACCESSORIES 


THE LUXURY LINE oF Keifia 
E> 
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MULTIPLE COLOR COMBINA- ANA RAFFIA brings you, in ample time for your cruise and resort 
TIONS « COLOR CO-ORDINATED selling, the lovely raffia footwear, so favored in pre-war years by 

Sshionable women on the Riviera and other smart Continental resorts. 
SHOE, BAG, BELT ENSEMBLES « Styled and developed by the same internationally famed designer who 
RAFFIA OR LEATHER SOLES created them originally for them, it is now made in America in luxuri- 


ous shoes, handbags and belts, in lush color combinations which hold 
promise of a brilliant fashion future. And for the first time, you may 
sell Raffia Shoes with leather soles. Exquisitely made, over well-fitting 
lasts, Pana Raffia Shoes come in sling, ankle strap and sandalized 
clogs, and in cleverly detailed sabot moccasins, too . . . all in color 
combinations that are practically unlimited and as brilliant as a tropic 
landscape 
For resort and cruise promotion, orders should be placed now. 


136 WEST S2nd STREET 
NEW YORK 19, N. Y. 
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NATION-WIDE 








GOING INTO ANOTHER BIG YEAR 
OF STETSON 
ADVERTISING! 









For 1947, Stetson will continue its national 


promotion with undiminished vigor. The 





Stetson name and the Stetson story of quality, 






comfort and style will reach a larger audience, 






than ever before —an audience composed 







largely of men who appreciate and can afford 






a finer shoe. Unusual profit opportunitw:s 





—F await those fortunate Stetson retailers who 






continue to give this outstanding line the 





é 
support it deserves. The Stetson Shoe 






Company. Inc., South Weymouth 90, Mass. 












Saturday Evening Post monthly seasonally in the nation’s best 
throughout your best selling known men’s fashion magazine 
seasons... — Esquire. 


Eye-catching half-page ads in the Big, dramatic full-color pages 
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More by the Pair... 
Less by the Year 
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FLORSHEIM SHOE COMPANY + CHICAGO + MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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Presaging a period of greater cooperation between business and govern- 
ment, the Department of Commerce has embarked on a program calling for the 
creation of industry advisory committees, modeled along the lines of the war— 
time advisory groups. There have been no formal committees connected with Com- 
merce since the days when Commerce Secretary Herbert Hoover brought the Depart-— 
ment into its own. Commerce officials are to be applauded for this whole- 
hearted effort to restore business confidence in: government. 











Only one meeting has been held thus far. The Leather Advisory Com— 
mittee met with Commerce officials some weeks ago. While other commodity 
sections in the Department have been planning such meetings, Julius G* 
Schnitzer, Chief of the Textile and Leather Division, got the jump on his 
colleagues and the honor of having the first post-war meeting fell to the 
leather trade. 
































While the first meeting was organizational and exploratory con-— 
siderable work was accomplished and there was a general feeling that such 
meeting would be of value to both industry and government. 








The next committee to be formed, under Mr. Schnitzer's direction will 
cover the shoe field. Problems of interest to manufacturers and retailers will 
be taken up at meetings of the shoe group. 








Ten members of the leather industry representing a general cross 
f section of firms as to size, geographic location, and type of leather produced 
’ were present at the first meeting. The executive vice-president of the Tanners’ 
Council of America also attended the meeting as an observer. 











Admittance of trade association representatives to such meetings is 
also a Commerce innovation, since it was common practice to bar them from 
industry advisory committee meetings, sponsored by some of the war agencies. 








Discussion at the leather meeting centered around topics such as the 
removal of United States export controls from hides, skins and leather, New 
Zealand's export restrictions, African goat skin controls which are now effect— 
ing the channeling of exports to the United Kingdom, secondary producing nations 
as sources of supplies of hides and skins for the United States, the Inter— 
national Trade Organization and trade agreements programs. Conditions in twelve 
nations were touched upon. 


























Prospects for export trade in leather were also brought up for con- 
sideration, and there was rather general agreement that removal of export 
controls would act to increase overseas sales and keep down world prices, 
particularly of finished leathers. 











. * * 


Removal of all government controls on charge accounts, effective 
Dec. 1, wipes out the last major wartime control affecting the retail trade. 
The Federal Reserve Board's Regulation W now covers only instalment credit on 
major consumer durable items. The Board amended the regulation at this partic- 
ular time so as to force Congress to decide whether there should be some form 
of permanent control on consumer credit. 
* 


* 














OPA's Records Branch will continue to operate until June 30, 1947. At 
that time, the records will be transferred to the National Archives as a part of 
the government's permanent files. OPA is still making this material available 

[TURN TO PAGE 106, PLEASE] 
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QUEEN QUALITY 


Uncompromising Quality that 
Assures the Utmost in Value 


\... of dealers have told us of the pride 
they feel in selling Queen Quality Shoes 
28 pride that comes of knowing that with 
each pair they sell the style is smart, 

the fit is perfect, the value is right. Even 

in the face of rising prices, you can 

be sure Queen Quality will maintain its 
value standards. We are proud of the 

pride our dealers show. 


ADVERTISED IN LIFE, 
WOMAN’S HOME COMPANION, 
MADEMOISELLE AND VOGUE 
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QUEEN QUALITY SHOE CO. « DIV: INTERNATIONAL SHOE COMPANY « SAINT LOUIS 
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° CORPORATION 
TWEEDIE FOOTWEAR 


TWEEDIE FOOTWEAR CORPORATION «© JEFFERSON CITY, MISSOURI 
Shoemakers Since 1874 
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A. M. SULLIVAN, associate edi- 
tor Dun’s Review, published by 
Dun & Bradstreet, says: 

“America may be for the moment 
consuming as much or even more 
than it can produce. But this most 
probably is a temporary condition 
and our machines and techniques 
have a faster acceleration than the 
consuming power of the nation. 
Consumption is the gauge of pros- 
perity. We have ten million more 
people, most of them war-born con- 
sumers. While they will not be wage 





earners for some years to come, the 
facilities of the nation are stimu- 
lated by the new families, and there 
is a healthy impetus to our economy. 

“The prospects for business are 
inviting but history has a habit of 
repeating itself with some interest- 
ing and often painful variations. 
The hands at the controls of the 
credit grantors of this country 
should be guided with the proper 
balance of imagination and experi- 
ence, of daring and caution. All life 
is a series of risks which must be 
taken with a sense of anticipation, 
with eyes wide open to the hazards 
from which profits and progress are 
made. .. . 

“There are two important types 
of business casualties; one starves 
from lack of goods while the other 
chokes from excessive inventories. 
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The concern that starves to death 
seldom has a large creditor list. In- 
creased productivity naturally brings 
greater sales activity, which in turn 
invites a larger and wider spread of 
financial risks. During the past year 
commercial population has _ in- 
creased at a continually accelerated 
rate. The shrinkage of stores, shops 
and services, due to four years of 
war, has been made up in the first 
year of peace.” 

Mr, Sullivan has also sent along 
Dun & Bradstreet’s Reference Boom 
and Failure Statistics, 1857-1945. 
The chart offers a comprehensive 
picture of the hazards to American 
business for 89 years and covers the 
three principal wars and ‘the major 


boom and depression periods. 
* a . 


THE MANAGER of the Mickey 
Finn clothing and shoe store in Man- 
chester, N. H., says he has “hun- 
dreds of customers who know more 
about the merchandise than I do,” 


Yi - 


referring to World War II veterans 
who patronize the establishment's 
war surplus goods department “A 
few days ago,” he said, “I was 
showing a blucher style, field and 
hunting shoe to an ex-infantryman. 
Before I had a chance to talk, he 
took it in his hands, pinched the 
leather and told me they were old 
friends. A company mate in Italy, 


DECEMBER 


1, 1946 * * * 


he related, had kicked off a land 
mine—an accident that usually 
leaves a foot and a thigh in its 
wake. The toughness of this boot 
softened the impact and, though the 
man was badly hurt, he came 


through in one piece.” 
* 7 ° 


GORDON K. CREIGHTON, assis- 
tant general manager of the Na- 
tional Retail Dry Goods Associa- 
tion, points out that the nation 
stands on the threshold of a new 
consumer economy, and says: 


“We are entering an era in 
which production will seek increas- 
ingly to shoulder some share of 
the retailers’ responsibility as the 
purchasing agent of the consumer. 
Before the war, the wise manufac- 
turer had learned to take advantage 
of the retailers’ intermediate posi- 
tion. He realized that the retailer 
through his salesforce stood face to 
face with the ultimate consumer 
across ‘the last three feet’ of sell- 
ing space—the store counter. He 
knew that the cue for quantity pro- 
duction was the experience of the 
retailer who has to sell in units. 

“The orders of the retailers are 
the blueprints of the manufac- 
turers. Their initial order means 
that they believe in the product; 
their reorders and repeated reor- 
ders mean that their customers fa- 
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vor it. And their final failure to 
reorder any longer means that de- 
mand has ceased and the product is 
through.” 


* a * 


SYLVIA HAMILTON, accessory 
buyer for Frank Brothers, return- 
ing from a buying trip to Mexico, 
said: 

“There is a terrific amount of 
manufacturing going on in Mexico, 
and you get the feeling that the 
country is growing so fast it can’t 
contain itself. The population is 
increasing by leaps and bounds. 

“It is a good spot for a retailer 
who has good resources here (in the 
U. S.) because anything American 
sells—outsells local products by 75 
per cent. However, it is important 
for anyone interested in exporting 
shoes to know, that although Mex- 
ico is a vast country, there are only 
one or two other manufacturing 


cities besides Mexico City.” 





FIGURE IT OUT 





—The following item appeared in 
the New York Tribune of January 
4, 1925: 

“Washington: — The Treasury has 
shaved almost a billion dollars off the 
vast public debt in the last twelve 
months, bringing it down to $20,978.- 
632,700 from its peak of $26,596,068. - 
947 in August, 1919." 

—Vast public debt—get that? 


—Yet, less than twenty-two years 
later our public debt is approxi- 
mately 300 billion dollars. 

—That's a vast public debt—astro- 
nomically plus. 

—If all government spending were 
reflected immediately in taxes 
and each taxpayer paid exactly 
his pro rata share, he would have 
to work a day and a half a week 
to pay his tax bill before starting 
to work for himself. 

—Something to think about! 


President 








J OSEPH HARRIS, secretary of the 
Pennsylvania Shoe Travelers As- 
sociation says: 

“In the tri-state area (western 
Pennsylvania, north-eastern Ohio 
and northern West Virginia) the 
men’s dress shoe situation is the 
most critical. The merchants’ stocks 
of dress shoes are so depleted and 
replacements so limited, that many 
of their customers are not being 
sold. Men’s work shoes seem to be 
more plentiful. Women’s leather 
style shoes are also scarce. Many 
merchants have had to buy shoes 
with uppers of substitute leathers in 
an attempt to get their women cus- 
tomers through its difficult period— 
until such time as the situation 
eases. 

“Customers have to do consider- 
able shopping for children’s shoes 
before they can find the right size 
for their youngsters. There is a fair 
supply but few stores can offer com- 
plete size ranges in favored styles 
and colors.” 

”- * 


A. H. BOGUTZ of Newton Elkin 
Shoe Co., Philadelphia, Pa., says: 

“Women today are buying qual- 
ity shoes with an eye to value. They 
insist upon the double integrity of a 
well-known maker and a good store. 
They are learning fast that high 
prices do not necessarily mean good 
shoes. The future looks bright for 
a manufacturer who has built his 
business on quality rather than 
built his business just to do busi- 


ness.” 





WALTER HAAS, owner of Walter's 
Shoe Store in Binghamton, N. Y., 
says: 

“Veterans and others considering 
the choice of a location for a shoe 
store may be interested in my ex- 
perience along that line. A year 
ago, following my discharge from 
the armed forces, I was looking for 
a place to open a store. From ex- 
perience as a chain shoe store man- 
ager, I knew approximately how 
much business could be expected 
from a location in the center of the 
business district. 





“The high rentals asked for avail- 
able stores, coupled with the pros- 
pect that volume would be held 
down by inability to buy enough 
merchandise, led me to choose a 
store on the edge of the main busi- 
ness section. Another consideration 
was my desire to specialize in girls’ 
shoes while operating a family shoe 
store. The store I rented was only a 
few doors from a high school. I 
had a reasonable rental and large 
floor space. 

“A year’s experience has con- 
firmed the wisdom of my decision. 
The other day I bought the building 
next door—a corner location—and 
will occupy it when present leases 
expire. And I'll have the satisfac- 
tion of knowing that I won’t have 
my rent raised nor be asked to- 
move.” 


























"The boss still seems to think they'll buy anything." 
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Retailing at the Crossroads 


SHOE merchants are now free agents so far as the 
pricing of their merchandise is concerned. They may 
use their own best judgment without let or hindrance 
and charge their customers what they will. But that 
doesn’t mean that the decision is as simple or as easy as 
it sounds. Indeed, a lot of merchants, not only in the 
shoe business but in practically every line of trade, are 
finding the task more difficult and complicated in many 
respects than it was before they won their great ob- 
jective and decontrol became an actuality. 

Retailers today are facing a fundamental decision in 
determining what their price policy will be. They have 
reached the crossroads in their long and tedious journey 
back to normal, peacetime business operation. They can 
scarcely choose to continue straight ahead on the road 
they have been following, for with wholesale prices and 
costs of all kinds rising steeply, that course would lead 
to ruin. So they must choose between the two other 
roads that lie open as alternatives. 

One is a broad, inviting highway that looks smooth 
and easy. Retailers have had pretty tough going for the 
last few years. Most of them have made some money, 
to be sure, but only by straining their ingenuity to the 
utmost and drawing on the funds of resourcefulness 
they have accumulated through years of experience. 
They could have made a lot more if they had been free 
to take advantage of their opportunities, but they found 
themselves curbed and impeded at every point. Now 
the curbs are removed. Why not make up for the dif- 
ficulties, hardships and frustrations of the war period 
by getting what they can while the getting is good? In 
other words, by charging the public all that the traffic 
will bear. 

It is possible to build a pretty convincing argument 
in favor of that kind of price policy. Nobody knows 
what lies ahead. But most business men have a pretty 
strong hunch that the good times won’t last forever. 
There’s always the possibility that they might not last 
very long. When the reaction, recession or whatever 
you want to call it, sets in, who’s going to weather it 
most successfully? Obviously the merchants who have 
set up a substantial reserve of cash or its equivalent to 
carry them through the lean years. So why not build 
up that strong reserve now? 

There’s another road, not quite so smooth or easy, 
that leads off in a direction far less alluring. He who 
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elects to follow it will continue to experience tough 
going. He will have to continue to stretch his imagina- 
tion, his ingenuity, his resourcefulness and energy to 
the limit. He will have to endure a lot of hardships on 
the way, sustained only by the hope that he may arrive 
eventually at a destination more desirable. It’s going to 
take a lot of courage to follow this road through to the 
end. Retailers who choose the uneasy course that lies 
this way will put future gains, based on the good will 
of customers and the ultimate improvement of the 
economic structure on which sound business progress 
and profits are made, ahead of the immediate harvests 
that could be reaped right now. It requires courage, 
character and a lot of vision to pursue a policy like 
that. But most of the great, successful merchants of 
America have been men who possessed those qualities. 


LOOKING at it from the purely practical viewpoint, 
there’s also the question of competition to consider. 
What are the other fellows going to do? No business 
man can safely ignore that question. There’s another 
question that he can’t ignore, either. What is the public 
most likely to think, and do? 

In order to prolong the reasonably prosperous times 
that retail business has enjoyed, goods must be kept 
moving freely from factory to distributor, and from 
retailer to consumer. Clearly, you can’t keep them mov- 
ing if any important factor along the line has to operate 
at a loss. In these times more than ever, perhaps, bus- 
iness men must make sure of a reasonable, adequate 
operating profit from season to season, from month to 
month and from week to week. They must watch in- 
ventories more carefully than ever before, lest earned 
profits evaporate into thin air through a subsequent 
decline in prices 

But beyond that, we believe merchants and manufac- 
turers alike must think of customers. They must keep a 
finger on the public pulse. Business men can’t keep 
goods moving and maintain purchasing power if they 
price themselves out of a market. Labor and the sup- 
pliers of raw materials must also be reasonable. The 
former can’t do its part toward keeping goods moving 
and maintaining purchasing power if it goes on strike 
or lies down on the job. Failure at either point now, or 
in the critical year that lies ahead, would be equally 
disastrous to everybody. 





White, a resort perennial, gains new interest in a coordination of 

Decor, a printed doeskin. Buttoned shorties with tassel trim by Aris. 

first to use Decor. Chic sling pump on 21/8 heel by Delman. Roomy 

circular shoulder-strap bag by Pichel. White umbrella in gleaming 

white plastic patent case from Lusterman, Seldis Co. Three-inch white 
kidskin belt, Criterion by Slote & Klein. 


COORDINATION 


Nells Resort Accessories... 


7. 
i hehennaniane 
are making news in the accessory mar- 
ket. Countless manufacturers of bags, 
belts, and even gloves, are cooperating 
with shoe manufacturers on resort and 
Spring lines. In most cases these co- 
ordinations are built around a par- 


ticular leather or fabric. In certain 
instances they carry out some impor- 


by ELINOR FOX 


tant element of design; that is, they 
are related by repetition of line. While 
all are worked out completely in par- 
ticular colors, in order that a woman 
may buy matching coordinated acces- 
sories, some were inspired by a color. 
Still others portray merely a coordina- 
tion of type, idea or feeling. They all 
suggest sales possibilities. 








Gay new reptile colors, sizzling pink and blazing turquoise. 


Asymmetric sandals, 4/8 and 24/8 heels, Mademoiselle by Car- 

lisle. These colors in belts by Vogue and small shoulder bag 

by Lesco, Ltd. 4-button white British doeskin gloves; Smart 

Set. Gold bracelet, shell motif clips and earrings by R. M. 
Jordan. 


New prestige for fabrics. Black leather-bound Guatemalan 
cotton adjustable shoulder bag, black and spicy brown plaid 
on white; F. Milch. Brown and tan Guatemalan beans on 
white fabric Delman shoe repeat South American mood. White 
cotton and string shorties by Wear-Right, Wimelbacher & Rice. 
Fireman’s belt, tan and brown llama; Phelps Associates. Bird 
pins and earrings of acetate plastic; Mason Novelties, Inc. 



































However, the whys and wherefores of these coordinations 
4 are but interesting sidelights to the story. The fact of pri- 
mary significance is the strong indication that manufac- 
turers are becoming increasingly aware of the importance, 
perhaps the necessity, of coordination. By doing so, they 
are certainly aiding the retailer. They are doing half the 
selling job by delivering to the merchant goods whose 
saleability is well assured by the fact that coordinated mer- 





Accessories and shoes of color- 
ful sisal made in Haiti rein- 
force for the resort season their 
strong position of last Summer. 
Green and cocoa wedge sandal 
and matching shoulder bag, 
Toni Gay Play-Abouts. Sisal 
"9 belt trimmed and tied with 
; cellophane braid from the La- 
pelle Co. Nicely detailed cotton 
bag | shorties in a new neutral shade 

called Biscuit, Shalimar gloves 
; from Merrill Clark Meinig, Inc. 
; In perfect accord is the Indian- 
; type jewelry of sterling and tur- 

quoise with story-telling tribal 
/ designs, from Silver Products 
’ Mie. Co. 


HOE, Bag, Belt, Glove 
Manufacturers Cooperate 
to Produce Coordinated Ac- 
cessories in High Colors, Vari- 
ety of Fabrics and Leathers. 
Forecast Good Resort Sales. 


The distinctive contrast provided by 
black accessories is what makes a print 
smart and gives white chic. Plastic 
Products Corp. has arranged a smart co- 
ordination in their new pique vinylite. 
Anklet sandal on 2” plastic patent plat. 
form, Customcraft by Schwartz & Ben- 
jamin. Bag from Ritter & Ritter. Wide 
crushable belt, plaid-lined, Criterion by 
Slote & Klein. The tables of weights and 
measures depicted in black on a large 
white square, an Echo scarf by Edgar C. 
Hyman Co. Spanking white doeskin pull- 
ons by Smart Set Glove Co. 


chandise is good promotional merchandise. It is a “nat- 
ural” for suggestive selling. Ultimately, they are also 
simplifying shopping for customers who seek matching 
accessories. 

What, then, are the colors, materials and styles which 
these manufacturers are putting to such good use for the 
resort season? With a trend toward more white fabrics in 

[TURN TO PAGE 67, PLEASE] 
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Return Engagement: 
EVENING ELEGANCE # 


Pre-War Elegance Renewed at New York Premieres. 

Colorful Satin Sandals, Suede Opera Pumps Worn with 

Luxurious Gowns and Furs. Footwear Reflecting 
Glitter of Gowns and Precious Jewels 


UT for a smattering of ribbon-bedecked olive drabs and navy blues 
throughout the beautifully dressed crowds attending the openings of 
the Metropolitan Opera and the National Horse Show, one could 
scarcely realize for the moment that four troubled years had ever dimmed 
the glitter of this annual turnout of fashion at its most fabulous. These 
famous occasions, which set the pace for the New York social season, 
began to renew their glamour last year, and this year showed a complete 
and breath-taking return of elegance. [TURN TO PAGE 69, PLEASE] 


Rich gold India brocade styled in two silver snowflakes, to frame the face or 
moods, the gay and glamorous version shoulders. An Echo scarf by Edgar C. 
on a high heel and inch platform, and Hyman Co. A myriad of stones sparkling 
the discreetly lovely low wedge sandal. on the gold flowers and sunburst of the 
By Beleganti, Inc. In like manner, gold earrings, pin and necklace by Coro. 
kid in a bold, wide sculptured band and 

an exquisite leaf cutout circlet. From 

Belt Creations. An ethereal white stole, 

ards long, sprinkled with gold and 
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Arriving at the Metropolitan Opera 
House for the opening night per- 
formance of DeliBes’ “Lakme,” two 
prominent members of New York 
society wear ermine, glittering 
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The Little Shop of Shoes is the largest of the seven departments of the spacious shoe salon which 


occupies Macy’s entire sixth floor. Devoted to higher priced fine shoes, the department is mauve 
with matching walls and carpet. The island and inset showcases are features generously used 
throughout the salon. 


§ 
World's Greatest Shoe Department 
“THE world’s largest store opens the world’s ’ 
lrg she deparnent” verte words wed (pened at M acy § 


most spectacular shoe salons in the country. 
The entire sixth floor of Macy’s Seventh 


Avenue building in New York City is devoted — sai tical ; fae +a 
: . P e Naturalizer op, left, approximately im t center of the 
to five shoes departments, & slipper shop and floor, is adjacent to ‘the Little Shop and has pale peach walls 
an accessory bar. Statistically, the salon oc- and seats to contrast with a silver gray carpet. Although carpet- 
cupies 40,000 square feet: has 512 seats: 115 ing is of a piece over the entire floor, the color changes from 
3 “ . one department to the next. The California Shop, below, at 
sales clerks and 115,000 pairs of shoes. the far end of the salon, has Western atmosphere with lattice 
work ceiling, blonde paneling, ranch house fitting bench, and 

a@ panoramic mountain scene painted on the wall. 
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The impression created by a visit to the 
new department on a busy afternoon—and 
that means practically any afternoon—is ex- 
traordinary. It is startling, almost, to see so 
many women shopping for shoes and being 
fitted at the same time. In addition to the 
hundreds of customers who are seated, other 
hundreds are wandering through the depart- 
ment looking at the footwear on display in 
illuminated cases of various kinds. For in- 
terior display, always a strong point at 
Macy’s, has been carried to the nth degree 
in this new shoe salon. 

If the size of the department is impressive, 
its beauty and the artistry that entered into 
its design create an equally powerful impres- 
sion on the observer. The walls of the several 
individual shops form a series of irregular 
curves, and are finished in soft pastel tints 

[TURN TO PAGE 75, PLEASE] 


The Slipper Shop features an extensive collection of indoor 

footwear from bedroom slippers to after-ski boots. Aqua walls 

and gray rugs furnish a contrasting background for white 

upholstered chairs which can be cleaned by washing. Note 
the attractive curved lines used in the showcases. 


Entire Sixth Floor of Seventh Avenue Building, Comprising 
40,000 Square Feet, Devoted to Women's and Misses’ Foot- 


wear. Skillful Use of Blending Colors in Salon's Seven Shops 
Creates Environment That Appeals to Customers, while Added 
Efficiency Developed through Concentration Aids Selling. 


The Doctor M. W. Locke Shop joins both the Little Shop and the Naturalizer Shop. Its color motif 

features aqua walls and chartreuse chairs and curtains. Note how the use of mirrors throughout the 

salon gives the illusion of added space, while the curving outline of the end-to-end settees lends 
coherence to the department. 
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Interior of the modern Childs store in Springfield, Mass. Weneered wood panels line the 
walls to a height of eight feet. Above that, cream colored paint reflects light, providing a 


sunny atmosphere. 






Accessories counter is against right wall. 


ees Need of CHANGE in Shoe 


New England Merchant, Head of 55-Year-Old Firm, 
Concerned over Deterioration in Standards of Prac- 
tice and in Relations between Manufacturer, Retailer 
and Consumer—Would Restore Prewar Store Courtesy 


THE first anniversary of any successful business proj- 
ect is normally a time for rejoicing, and that would 
seem particularly true in the case of the fine new store 
opened a year ago by Thomas S. Childs, Inc., in Spring- 
field, Mass., in view of the fact that this expansion of 
a business established 55 years ago in nearby Holyoke 
has achieved, in the first year of its existence, a dollar 
volume substantially larger than that which had been 
set up as a satisfactory objective. 

Naturally the ownership and likewise the manage- 
ment of the new store, personified by Ralph Murphy, 
one of the corporation’s executives, are gratified by the 
progress. Nevertheless, this milestone in the firm’s his- 
tory finds the corporation’s president, Benjamin W. 
Childs, in a critical mood toward conditions which exist 
today in the shoe business and strongly advocating a 
right-about-face from certain deviations from normal 
practice that have crept into the manufacturer-retailer 
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relationship, on the one hand, and the relations be- 
tween retailer and consumer on the other. 

The things which Mr. Childs most actively resents 
and on which he would like to see some effective action 
taken even though he himself has thus far escaped being 
a victim, he summarizes thus: 

“Some shoe manufacturers are turning out inferior 
products when there is no necessity for doing so, and 
other questionable practices have found their way into 
the manufacturing industry. Certain manufacturers 
have been known to charge the retailer first for the 
leather and then charge again for making that leather 
up into a shoe. Others have billed a shoe at one price 
and then, two days later, have sent another bill covering 
the cost of the bow with which the shoe came adorned. 
In recent months, although admittedly costs have in- 
creased excessively, other manufacturers have raised 
their prices too much and too quickly. Retailers with 
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good memories are awaiting the return of a buyers’ 
market.” 

Customers also may have good memories, Mr. Childs 
believes, and he is equally as resentful over the deterio- 
ration in customer service given by many stores as he 
is of the manufacturer practices which he cites. Now, 
he maintains, is the right time to abolish all of them 
and restore business practices in general to the same 
nigh level as that which existed prior to the war. 

Every man, woman or child who enters any shoe 
store, he comments, is much more likely to come back 
again if treated with courtesy and deference, even 
though the merchant may be unable to furnish what the 
customer wants at the time of the first visit. 

Mr. Childs inherits his crusading spirit from his 
father, the late Thomas S. Childs, who, although he had 
built up, by the time the early 1920's rolled around, 
what was generally conceded to have been the largest 
independent retail shoe business in Western Massa- 
chusetts, nevertheless helped organize, finance and direct 
the activities of the once-famous “Forty Thieves”—a 
group of fellow independents who pooled their resources 
and were thus enabled to buy merchandise at the same 
prices granted by manufacturers to the large depart- 
ment stores. [TURN TO PAGE 60, PLEASE] 


Trade Practice 











Above: Men’s shoe department, located in the 
basement, has a club-like atmosphere. Man's ac- 
cessories. as well as shoes, are sold in this depart- 
ment. Stairway at the right leads upstairs to 
women’s and children’s departments. 








BENJAMIN W. CHILDS, 


President of Thomas S. Childs, Inc., 
with stores in Holyoke and Springfield, Mass. 


by 
OWEN A. 





THOMAS 


simple. The rounded window arrangement allows 
for ample display space, creates wide vestibule. 










Below: The exterior of the Springfield Childs 
store is modern and dignified, but attractively 























section. At the right is the entrance to the main store. 





Exterior of the remodeled Hornung store. At the left is the entrance to the children’s 
The children’s section was 





remodeled some time ago, but at the time of the later modernization, the entire front 


was adapted to harmonize. 







Ultra-Modern Shoe Store Serves 








Close-up of the entrance to the children’s shop. 
From the sidewalk the pleasant atmosphere of the 
section, including the wall figures, is apparent. 


Interior of the men’s shoe section. Note the 

attractive mural on the left wall. Fluorescent light- 

ing and attractive color scheme make this a 
pleasant place in which to shop. 
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QNE of Terre Haute’s oldest shoe 
stores recently celebrated an ultra- 
modern face lifting, and shoppers 
of the Wabash Valley trading area 
are amazed at the many new fea- 
tures Rahe Hornung, 39-year-old 
owner and president of Hornung’s, 
incorporated in his 1946 model of 
a 53-year-old business. 

The former major in the Army 
Air Forces said he “dreamed up” 
his new store while serving at Kees- 
ler and Gulfport Air Fields in the 
United States and at air bases in 
Italy. He also asked each employee 
at his store to submit ideas. Out of 
the hat came the most unique store 
Terre Haute has been in a decade 
or so. 

Mr. Hornung returned to his busi- 
ness after a four-year “vacation” in 


the service early in February, and 
before March 1 workmen were busy 
remodeling an old building and 
store into an inviting modern estab- 
lishment where glass, stainless steel, 
soft leather divans, pastel shades, 
soft lights, and continuous music 
keep the customers pop-eyed from 
the time they stop on the sidewalk 
in front until they return to the 
street with a pair of shoes under 
their arms. 

First, the store is just one big 
show window. From the sidewalk 
you may see four-fifths of the store. 
The main sales room is on one side 
of a doorway leading to an upper 
floor, and the year-old children’s 
sales room is on the other side of the 
doorway. The remodeling even took 
care of the doorway and made the 
store front more harmonious. 

Display shelves are close to the 
front and are open. Shoes may be 
seen from the sidewalk, or better, 
customers may walk in and handle 
the shoes. Mr. Hornung says this 
feature has proved very popular. 
Men, women and children walk up 
to the artistically designed and deco- 
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Exterior of the main store. Four-fifths of the interior may be 
seen from the sidewalk through the use of large plate glass 
sections, making effective use of new glass front design. 


Wabash Valley Area 





Interior of the main store. Inlaid linoleum is used for the 
floor covering, soft leather divans, pastel shades, and soft lights 
appeal to customers. 


rated shelves and pick up the shoes 
they like. Clerks invite them to 
make themselves at home, look over 
the display, handle the shoes and 
put them back or hand them to the 
clerk to put back as they pick up 
another shoe. Some customers en- 


joy just standing at the display 
shelves and taking their time getting 
a close view of the merchandise. 
The majority will then turn and 
ask to try on the shoes they prefer. 
The store shelves, store front, and 
[TURN TO PAGE 60, PLEASE] 
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PERSONALITY 
PLUS 


First Chapter in a Ten-Easy-Lessons 
Course on Fundamentals for More 
Successful Shoe Selling 


by EDWARD ROSE 


| READ a story years and years ago. I forget most of 
what the story was about, but what did impress itself 
on my mind, in fact depressed me so that everything I 
looked at for weeks after turned black, was the intro- 
duction to the story. It went something like this: “Most 
men are like trolley cars. They shuttle back and forth 
day after day on their short runs, then when they are 
worn out, they are thrown onto the junk heap.” 

Let’s think that one over, friends. 

Are we shuttlers? Are we the kind who go through 
the same routine day after day, never trying to get any- 
where, never trying to improve our lot in life? Are we 
just going to go on day after day doing the same unim- 
portant work? Are we going to be just average shoe 
salesmen forever, struggling to raise a family on the 
small pay that the average shoe salesman earns in ordi- 
nary times? Are we going to continue a way of life 
that holds little prospect of advancement to the kind of 
future we have often dreamed about? 

That’s the question, friends. Are we going to climb 
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to the top or are we going to shuttle back and forth all 
our lives till we end up in the junk heap? 

Which shall it be? 

There is only one person who can answer that 
question: 

YOU. 

Say. that’s a pretty good introduction to a how-to- 
work-your-way-from-rags-to-riches-in-ten-easy -lessons- 
course, isn't it? It really scares you, doesn’t it? It 
makes you think, at least, and the thoughts it suggests 
to your mind are none too happy or pleasant. 

Yes sir, it works you into a mood. You want to get 
out there and fight for dear old Eli. You want to do 
things. You want to make your mark in the world. 

Don’t you? 

Okay, while the mood is on us, while we are worked 
up to a red hot pitch, while our manly breasts are fairly 
seething with those emotions that manly breasts can 
sometimes seethe with, let us proceed in this course of 
rags-to-riches-in-ten-or-eleven-easy-lessons. And, _inci- 
dentally, while on this rags-to-riches business, just a 
minute to explain that this is a unique course among all 
rags-to-riches courses for it guarantees only one thing: 
work. 

Now then, let’s study this fellow who’s sick of putting 
shoes on the feet of fussy women for a measly thirty- 
five per. Let’s look at this guy who wants to manage a 
big store. Let’s see what this guy who wants to own a 
chain of stores looks like. Where’s the best place to find 
him? Why, in the mirror, of course. 

Take up a position about three feet in front of a full 
length mirror. Study yourself well, son. What you see 
in the mirror has a lot to do with whether you will be a 
climber or a shuttler. You see, there are three prereq- 
uisites to success: personality, energy, and intelligence. 
Please notice the order, friends. Personality is first, 
intelligence is last. So you can see how important your 
personality is to your success. 

This essence of personality isn’t evenly distributed 
among the population of the land, you understand. 
Some people are fortunate in having a likeable person- 
ality. Others, well it’s just too bad for them. If they 
haven’t got what it takes to make people like them, not 
only will they live less happy lives than the personality 
kids, but they will have a harder time struggling up the 
ladder of success. A friend of mine who calls on the 
hig shots in industry remarked that it was amazing 
how so many men with so little brains and so much 
personality held down the positions of importance in 
big industry. 

So you see how important this personality business is 
in anything you do, whether it’s selling a pair of shoes, 
wooing a girl, or running a chain of stores. 

You may ask how does one who is not blessed with 
personality acquire some of this stuff. Simple, my 
friends, simple. You work for it. You read books on 

[TURN TO PAGE 58, PLEASE] 
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TO merchants hungry for moderately priced merchan- 
dise the return of rubber sole leisure shoes is good news 
for this coming Spring and Summer. 
styled, well-constructed and with the advantage of 
moisture-proof soles, they will be a welcome addition to 
your Summer leisure shoe stocks. Leading rubber com- 
panies will have them in all sizes. Several patterns are 
being made for beach wear, including men’s sizes. The 
popular colors being used in these shoes are basic white, 
navy, brown and biege . . . alone or in combinations . 


Attractively 








and multicolor combinations, offering, in all, enough 


Clockwise, lower left: 
' Boy’s “Relay”, a Posture 
Foundation sport shoe, 
available in brown, black 
and blue. Woman’s “Ser- 
vice L-T” Oxford avail- 
able in blue and white 
Both from Goodrich Foot- 
: wear Division. Man’ 
“Vantage” Posture Foun- 
dation Oxford available 
j in white only. Woman's 
Posture Foundation all- 
over white shoe. From 
Hood Rubber Company. 





Well-Constructed Shoes for Active 
Sports, As Well As Beach and Leisure 
Types, on Rubber Soles Have Bee, 
Woefully Lacking these Past Fey 
Years. Their Return Is Big News, 


Child’s rubber-soled saddle oxford i, 
blue fabric with white suedette saddle 
Man’s beach sandal on Kam-Kork rubbep. 
covered cork platform available in fow 
color combinations. W oman’s “Hop Skip” 
pattern in suedette with rope platform 
treatment, a feature of the Nautical Line 
All from Cambridge Rubber Company. 


AT 


variety to coordinate with colors in Summer cottons and 
play and beach clothes. 

In addition to these leisure types, of which we shall be 
able to show more in later issues, leading rubber com- 
panies have increased their production of active sport 
shoes. Blue fabric in the uppers and white rubber for 
the soles are back again for the first time since the war. 
Vulcanizing, ventilated uppers, constructions for proper 
arch support and other features are examples of the 
scientific care used in making these shoes. 























Physical 


Culture 


SHOES 
WORK OVERTIME 


PuysicaL CULTURE shoes play 

to a double audience: your customers 
who want style first, comfort second — 
and vice versa. Here’s up-to-the- 
minute smartness and quality that sell 
for their looks. And PaysicaL 
CULTURE’S special steel shank, 
cushioned treadbase, and balanced 


heel fitting sell for their comfort. 


The Selby Shoe Company 


PORTSMOUTH, ONIO 
New York Office: 926 Marbridge Bldg. + Los Angeles Office: Lankershim Hotel 


Sty | ARCH PRESERVER + ACTIVE MODERNS + TRU-POISE + STYL-EEZ 
cSéeu. { EASY GOERS ¢ PHYSICAL CULTURE + GROUND GRIPPER + CANTILEVER 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Ma MYacdurting nd Mea hes 


St. Louis 


WuiLe wholesale prices from the St. Louis market will 
approximate a 15 per cent increase over the average figure 
existing during the last days of control, manufacturers have 
delayed, in numerous instances, until late November or 
early December, the passing on of increases to their deal- 
ers, and have continued to ship shoes at prices permitted 
under OPA. Meanwhile, the manufacturer is buying leather 
for immediate needs, with the hope of a downward trend 
in the leather market. 

Brauer Brothers were shipping their shoes at last exist- 
ing OPA prices until November 20, when new wholesale 
prices, which the firm’s vice-president and sales-manager, 
Roy Sundling, stated would amount to an average increase 
of 15 per cent, would go into effect, with patent leathers 
moving up 20 per cent, calfskins about 17 per cent and 
kids, including suedes, about 13 per cent, with no increases 
on plastics, or gabardine models. Mr. Sundling added that 
the prices would be guaranteed until December 15th. 

Johnson, Stephens and Shinkle, Samuels, and Moulton- 
Bartley were continuing to ship at previous OPA prices. 
with the sales manager of the latter firm, James S. Legg, 
declaring, “Moulton-Bartley will continue to ship at latest 
prevailing OPA prices as long as we can.” 

Johnson, Stevens and Shinkle plan to determine new 
prices after December 1, while Jack Jacobs, sales man- 
ager of the Samuels Shoe Co., stated that increases of his 
firm would affect retail prices only slightly, probably 
by adding more models to the higher brackets, with the 
likelihood that retail prices of De Liso'Debs would range 
from $10.95 to $14.95 rather than from $10.95 to $13.95. 
current prices. 

The Jefferson Shoe Co. has announced a price of $4.35 
a pair, including the last OPA increase of 44 per cent, 
compared with a former wholesale price of $3.55 a pair, 
which did not include the last OPA increase of 41 per cent. 

New suggested retail prices of the Vitality line are $8.95 
and a very few styles at $9.95, compared with former retail 
prices of $7.95 and $8.95. One of Vitality’s lines is set at 
a suggested retail price of $7.95, compared with a former 
price of $6.95. 

Johansen Bros. Shoe Co. wholesale prices have increased 
approximately 60 cents a pair, which includes the last 4%4 
per cent increase allowed under OPA, and also the last OPA 
allowable increases for suede, kid, glazed kid and crushed 
goatskin. 

Rice-O’Neill Shoe Co., according to an announcement 
signed by J. G. Jones, Jr., general manager, has based in- 
creases on OPA prices for shoes made of kid, and in some 
instances a few cents less, with adjustments being made 

on calf and patent leather, making those materials the same 
as kid. Wholesale prices will average 40 cents to 50 cents 
a pair higher, placing them in the $12.95 to $14.95 bracket 
at retail. 
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The Naturalizer Division of Brown Shoe Co. has sug- 
gested to its retailers that retail prices for the month of 
December be established at $7.95, $8.95 and $9.95. 


Boston 


WHILE buying of both leather and shoes is marked by 
resistance to the higher price levels in course of being 
reached as the result of decontrol, it is obvious that, for 
the time being, this resistance is more academic than real 
in the New England area. Inventories of finished leather 
in the hands of tanners and of shoes on the shelves of 
wholesale and retail distributors are so low, and demand 
is so urgent, that effective resistance is impossible, despite 
the fact that a higher price level is unpopular with every 
thoughtful man in the industry. As this is written, these 
increases average 20 per cent in women’s dress shoes of 
leather and between 30 and 35 per cent in men’s. 

Manufacturers of the former reportedly are having more 
difficulty because of materials than because of prices. Large 
buyers are extremely reluctant to accept even a part of 
their shoes with fabric uppers. They want leather. Smaller 
buyers are more apt to accept their quotas without ques- 
tion. There is noted the openly expressed hope on the 
part of all buyers that the manufacturers will be in position 
later to accept revisions of orders placed now for shoes 
not needed in retail stores before early Summer. Conditions, 
some buyers feel, may be so changed by late Spring that 
manufacturers will be able to permit switches from one 
material to another. 

Manufacturers of men’s shoes report a shortage of white 
leather, due not so much to the tanners’ inability to get 
the type of hides and skins normally used in making that 
leather, as to their inability to get certain chemicals used 
in its manufacture. 


Chicago 


Wirn costs in every phase of shoemaking on a constantly 
shifting base, there is complete instability in price plan- 
ning, since no house can know from week to week—or even 
from day to day—what it will have to pay for materials. 
Good calf leather is to be had, but at extremely high prices. 
The hides that were cached during the meat shortage 
days, these bought at high figures and bootlegged at even 
higher ones, are gradually coming to light, but slowly, and 
expensively. Most manufacturers are writing their retailers 
from whom they have outstanding orders that no shoes will 
be put into production before first getting approval of cost 
prices from the merchant. Other houses are asking that 

[TURN TO PAGE 62, PLEASE] 
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A MODERN LINE OF DAYTIMER-BUILT SHOES IN MISSES’ 
AND CHILDREN’S SIZES 












Here’s a line you can stay with and sell 
steadily, year after year. Well designed, 
smart looking and sturdy shoes that 
will please the youngsters who wear 
them and the mothers who pay for 
them. A line like this is definitely for 
you, if you're thinking of bread-and- 
butter profits. 













AND REMEMBER, JUNIOR DAYTIMERS ARE BY GALE, 
MAKERS OF GOOD SHOES 
FOR MORE THAN 80 YEARS 









Children's sizes 8% to 12 






Misses’ sizes 122 to 3 


Remember, too, that DAYTIMERS 












are Nationally Advertised 


PLATFORM, REPTILES 
LEAD IN MIAMI 


Two trends continue to take top 
ranking in the Miami shoe picture. 
One is the platform, the other rep- 
tiles. Hartley’s is featuring a line of 
black suedes with jeweled platforms. 
This new note is apparent, not only 
in the $18.95 line which is being high- 
lighted, but in other shoes offered by 
a number of dealers; the platform 
decorations are being worked out in 
definite patterns. Some of the designs 
are most elaborate. Cowen’s is fea- 
turing a platform studded with 14 
karat gold plated nailheads on black. 
The Mary Jane shop has a smart 
$5.98 number in black with a jeweled 
platform, and Burt's is offering black 
plastic patent with a patterned plat- 
form in glittering nailheads at $5.50. 
Equally attractive but not quite so 
dramatic are the shoes with reptile 
platforms. Hartley’s has a model that 
is popular at $12.95. This is elasti- 
cized brown gabardine with snakeskin 
platform. 


Reptiles of all kinds are very much 


in the picture. I. Miller is featuring 
alligator lizard in colors, black, red 
or brown, with matching bags. Bur- 
dine’s has a cobra in green, navy, 
black or brown at $25.95 which has 
been a good number to wear with 
early Winter suits. Another of their 
popular numbers is a tailored alliga- 
tor casual at $23.95. This is one of 
the new open toe closed back classic 
pumps, in ginger snap tan, and has 
been well received for late Fall and 
early Winter wear. 

While some shoe stores advanced 
prices on all shoes immediately follow- 
ing the lifting of ceiling price con- 
trols, others were not so hasty. Rich- 
ards, for example, used almost an 
entire page of copy to tell the public 
they were holding to the old price 
line, and Cowen’s published, over the 
signature of the president, M. L. 
Cowen, a statement that “For over 34 
years Cowen’s has strictly adhered to 
a policy of pricing merchandise con- 
sistent with costs of material, produc- 
tion and service plus a fair profit, 
without which no business would sur- 
vive . . . lifting of the OPA ceilings 
will not alter this policy in any re- 
spect.” 

Black suede is much in the picture 
at the moment. Richards is selling a 
high heel, closed back number in 
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brown or black, at $27.50 that is 
classed as a “classic.” Cowen’s has a 
closed heel number trimmed in ran 
goon snake in which the white mark- 
ings of the snake shine against the 
soft darkness of the suede and pro- 
duce a shoe of beauty. Delman is 
offering at $29.95 a smart white suede 
with heel and platform of patent or 
calf in several colors. I. Miller has 
a casual of white suede that is going 
well for sports outfits. 

Patent is popular and there has 
been a considerable demand for calf. 
Dark red has been a favorite in a 
number of shops and of course, black 
is heading the line. 

The more popular shoes are slow- 
ing down in decorative motifs. A 
simple tailored bow is liked for street 
wear, with bows of the dressmaker- 
type for afternoon wear. 

* * # 


SHOE SALES SLUMP 
IN NEW YORK 


Ir looks as though shoe business is 
on the downgrade in New York. Some 
retailers attribute this to the annual 
slump caused by the growth of Christ- 
mas shopping, which seems to be 
starting rather early this year. How- 
ever, others fear that this is a sign of 
a buyers’ strike such as the women of 
the country waged recently against 
butchers in an effort to force down the 
price of meat. At any rate, there are 
signs of idle shoe departments around 
the city, and no merchant questioned 
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Black suede casuals, offered to the 
strains cf a lilting tune, were fea- 
tured by Hartley's in Miami. 


has noticed any rush to buy before 
prices go up, if prices do go up. Al- 
though manufacturers are showing in- 
creases on their books, retailers are 
striving to maintain prices in order to 
maintain customer good will. 

Slipper business has suffered al) 
along Fifth Avenue within the past 
few weeks, but buyers believe this to 
be the usual calm before the storm of 
Christmas slipper buying. 

Although the social season was 
launched here within the last two 
weeks by the openings of the National 
Horse Show and the Metropolitan 
Opera, only one store surveyed re- 
ported especially good sales on eve- 
ning shoes. The majority don’t expect 
any great volume in this line until the 
holiday season approaches. Kidskins 
are both most scarce and in most de- 
mand; metallic mesh appears to be a 
good substitute in gold and silver. 
Brocades and satin are also popular, 
both leather and these fabrics selling 
best in sandals rather than the newer 
sling pumps. 

High platforms and wedges have 
been relegated to the novelty class, 
and high style shops predict that the 
clog is on its way out. Merchants say 
that the comfort feature of the plat- 
for assures its popularity, but only as 
high as a quarter or half inch. 


Few stores are planning big resort 
promotions, although one is accumu- 
lating a large stock of brown and 
white shoes for December selling. An- 
other Fifth Avenue department re- 
ports high sales of red reptile which, 
they think, customers may be buying 
now to take South. 

The demand for completely closed 
styles continues at about the same 
rate, being far greater in the high 
style stores. Meanwhile, they are caus- 
ing some dissatisfaction among cus- 
tomers who had become used to open- 
toed shoes. As a compromise on the 
open-versus-closed question, the clien- 
tele of some stores favors sling pumps 
with closed toes, while the shoe with 
an open toe and closed back is by far 
the best seller elsewhere. Another 
style note is the increasing demand 
apparent in most stores for a medium 
heel height, 16/8 to 18/8, but this 
trend does not interfere with the great 
popularity of the flat. There was also 
mention of high-riding styles as a 
good coming fashion. 
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BUSINESS SLUMP 
FELT IN CHICAGO 


HE business slump which began in 
October and carried on into early 
November was manifested in all shoe 
sections in Chicago, although apparel 
departments probably felt it the most. 
Although there has been some im- 
provement over the low figures of Oc- 
tober, business in the main is at a 
rather low level. Every merchant has 
his own pet theory. Many subscribe 
to the idea that a buyers’ strike 
against too high prices is still very 
much in evidence. Others believe that 
the general public is withholding its 
spending in order to purchase the 
many household appliances, autos. 
radios, etc., which it thinks will soon 
be on the market in abundance. But 
whatever the right answer, the public 
is no longer on the spending “bender” 








which had been apparent for many 
months. The average citizen is be- 
ginning to insist once again on qual- 
ity where a high price is asked. 

Where September figures in most 
shoe shops showed increases from 25 
per cent to 30 per cent over a com- 
parable period of 1945, October fig- 
ures showed an increase of but 9 per 
cent or even less. However, as one 
retailer pointed out, October still 
showed an increase over the year pre- 
vious. And 1945 business was cer- 
tainly satisfactory. 

Rising prices in shoes are, of 
course, in evidence. In many shops, 
advertised brands which were former- 
ly in the $6.95 bracket are now up to 
$8.95. Many of the larger stores. 
though admittedly low in stocks, say 
they are not purchasing in this rising 
market, unless the increase is nominal. 
But they are most eager to “hold 
the line” for their customers wherever 
possible, anxious that they not fall 
into the category of “profiteers” in the 
eyes of their customers who on these 
matters have a very good memory. 

Evidence of slower business is defi- 
nitely apparent in shoe departments 
where a customer can now be waited 
upon very promptly, though, of course. 
still not always able to buy the verv 
shoe she may be seeking. Suedes are 
still No. 1 choice. and there has been 
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Fhe Costume Heaters of 


GTONNOR & FOLHRERE 


The black suede dress shoe, open at 

the toe, closed at the back, as fea- 

tured by O'Connor & Goldberg in 
Chicago, Illinois. 





considerably more evidence of the 
availability of this leather within the 
past month. Reptiles, particularly the 
Argentinian variety which climbed to 
such prodigious prices, are moving at 
a snail’s pace, where a few months 
ago they were eagerly sought by a 
prodigal public. Conservative shoe 
men state that unless shoe retailing 
takes a decided turn for the better 
soon, there are houses which had bet- 
ter unload their too-high priced wares 
and at least get a partial return on 
their investment. 

Pre-Christmas slipper business is on 
the increase with a wide variety of 
lounge footwear in many fabrics. 


plain and fancy, simple and elaborate. 
~ * * 


LITTLE PRICE RESISTANCE 
IN LOS ANGELES 


Los ANGELES shoe retailers as a 
whole feel that manufacturers have 
raised their prices equitably, although 
there are some complaints that job- 
bers and manufacturers of unbranded 
lines have increased their prices un- 
justifiably. 

There is little evidence of price re- 
sistance reported at this time, but 
consumers invariably question the in- 
crease in price of an unbranded line. 
and although they may remark that a 
branded shoe has gone up a little. 
they do not begrudge the increase. In- 
ventories are described as at their 
lowest, but there has been no evidence 
of panic buying. even with the recent 
announcement that shoes would be 
scarcer for a while and hicher priced. 

The Christmas slipper business has 
started early this year. with all re- 
tailers reporting a terrific increase 
over last year. One store owner said 
that his slipper business has already 


doubled that of last year. He attrib- 
uted much of this to the fact that con- 
sumers believe that there will soon be 
a shortage of high quality slippers. 

Sales of suede and patent leather 
are running about even, patent leather 
holding high favor with Los Angeles 
women all year round. Men are stick- 
ing to staple styles, although there 
has been a considerable increase in 
the demand for patent leather dress 
shoes. Demand for fabric footwear 
has fallen off considerably, even 
though there is a dearth of leather 
shoes. 

A number of shoe merchants voiced 
the opinion that they expect volume 
to drop considerably after the first of 
the year. They feel that this drop is 
inevitable because consumers will be 
spending more money for hard goods 
such as appliances and automobiles. 
In fact, many of them had expected 
the decrease to take place earlier this 
year. Retailers are not gloomy over 
the falling off of sales. They are 
tightening their belts and are ready to 
take the slowdown in their stride. 
Most of them welcome this chance to 
engage in real competition again. 

* * * 


SHOE BUSINESS UP 
IN DETROIT 


SHOE merchants in Detroit report 
business considerably ahead of a year 


ago, but they are not enthusiastic 
about the fact. Patronage in stores 
has been heavy, and crowded store 
conditions are a constant factor, espe- 
cially in major downtown stores. This 
very situation is aggravated by les- 
sened turnover, as customers are un- 
able to buy acceptable shoes at one 
store and continue to shop at several 
more, increasing traffic but not sales. 
Prices in Detroit stores have been 
held fairly stable, with ‘many stores 
reporting no immediate mark-up, espe- 
cially in the case of stores that fea- 
tured particular price classes, as was 
true of many neighborhood merchants. 
A very few instances of heavy raises 
were reported, but they appeared to 
be far outbalanced by the stores that 
either made no change, or stepped up 
their prices around 10 per cent. 
Difficulty of securing prices from 
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1,287,534 


PAIRS OF 


GENCO 


SHOCK 
ABSORBING 


> Here's a jabot decorated, sling 

back, slip-lasted charmer being 

; manufactured by Friedman-Shelby, 

Y Peters and Roberts, Johnson & 


es, 1,287,534 pairs of Genco 
SHOCK ABSORBING heels have already been used by 
various branches of the International Shoe Company to promotion. Every pair will step 
date. Deliveries to be made this year will swell that total lively on its patented Genco heel. 
to the 2,000,000 mark! 


Rand Divisions of the Interna- 
tional Shoe Company for Spring 


GENCO FEATURES 


Absorbs shock of impact 
é and prevents fatigue. 


€ Doubles the wearing life 
of a shoe. 


Light weight—it gives 
better balance to shoes, 
adds comfort. 


Uniformity through pre- 
cision production saves 
time and cost in shoe 
factory. 


Reduces cobbling and re- 


pairing. 


GENERAL BOARDS COMPANY 3307 nortx sroaoway ST. LOUIS 7, MO. 
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manufacturers was an important fac- 
tor in keeping the industry in uncer- 
tainty, although this situation began 
to straighten itself out by mid-Novem- 
ber. Many dealers had bought on 
open order without specified prices, 
and were entirely at sea as to the cus- 
tomer relation policies they would 
have to adopt in the situation. 

Business uncertainty in Detroit was 
reflected in a feeling among merchants 
that the demand for shoes was very 
thin, and a possible forewarning of a 
coming slump. With the existing de- 
mand and supply relationship, no 
slack-off in active demand was evident, 
but the underyling thinness was re- 
flected significantly in a falling off of 
demand for two-pair sales. 


ry A 
a = 
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LOW HEEL SHOES 
WANTED IN BALTIMORE 


THE low heeled type for all ages, 
young and old, is zooming in popu- 
larity in Baltimore. Sales are mount- 
ing at a time when festivities would 
demand, normally, the very dress-up 
type footwear for Winter vacations 
and Christmas parties. Despite this, 
the low heeled comfortable type shoe 
is holding its own and proves a steady 
consumer demand. 

Opinions are mixed on shipments. 
One shoe man said that merchandise 
was coming in steadily and exceeded 
in volume that of 1945. Another, 
spokesman at one of Baltimore’s lead- 
ing department stores, said that 
women’s shoes were coming in sparse- 
ly and were not better in volume than 
in 1945. However, in the children’s 
section things were better, with deliv- 
eries steadily coming in and meeting 
the demand. 

Supplies of suede and calf are still 
somewhat limited and one store is 
pushing as a substitute gabardines 
and patent leathers with apparent 
success. 

In the children’s sections, loafers, 
moccasins, sling back flats and casuals 
in black suede and all-calf are hold- 
ing the day. Ties in calfskins also are 
going well. 

Reptiles have been moving well and 
many window displays are showing 
coordinated fashions in this material 
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bags and shoes of alligator-lizard 
and alligator. In the middle of No- 
vember, Hess featured a window and 
newspaper promotion of “Blackberry 
Cordial” coordinated in shoe, bag and 
umbrella in lizard. 

O’Neill’s, too, have had interesting 
shadow box displays of light and dark 
alligators. These have been pointed 
up in different wall sections in the 
department and have also been 
utilized to supplement suits and 
dresses in window displays. 

* & # 


ST. LOUIS SHOE MEN 
BUY CAUTIOUSLY 


THoucH late November has uncov- 
ered no retail price increases in St. 
Louis, shoe merchants have injected 
caution into their buying habits as one 
of the first manifestations of a decon- 
trolled business, with many buyers 
committing themselves for future de- 
liveries only for 30 days beyond pres- 
ent obligations. 

Underlying the caution is a mount- 
ing consumer resistance to high priced 
shoes, a trend which has moved from 
the lips of the customer to the shoe 
salesman and on to the buyer and 
the manufacturer. While buyers are 
hesitant to draw a line of demarcation 
where the selling of a pair of shoes 
becomes more difficult, most of them 
will agree that is in the neighborhood 
of $10 for both men’s and women’s 
footwear. 

In higher priced departments and 
stores and in the sale of nationally 
known brands, however, the buyer 
hesitancy for the higher cost shoes 
is much less noticeable. One result 
of customer resistance to higher priced 
shoes has been a slight increase in 
traffic among stores dealing exclusive- 
ly in the lower priced product. 

The buyer of the shoe department 





!, Vy 42; 
0 0 
me Sue Bt 


‘CHINA BOY. 














The popular flat in a new attractive 
version was offered Baltimore women 
in this ad of Hess. 





in one of the larger department stores 
explained consumer resistance as re- 
sulting not from a lack of money in 
the hands of the public but from its 
concentration now, more than a year 
ago when war plant money still was 
loose, in the hands of the smart shop- 
per. He added that the consumer 
buying power was more selective now 
and less inclined to accept substitutes. 

Though most retailers believe the 
market is in the midst of a change 
from a seller’s to a buyer’s market, 
some shoe merchants go further than 
that with the assertion that it already 
has happened. Whatever the true defi- 
ition of the period, most agree that 
the change is near and that it will be 
to their advantage to resist price in- 
creases as much and as long as they 


can. 
7 * * 


NEW HAVEN CUSTOMERS 
MORE SELECTIVE 


THE last 30 days have seen a def- 
nite turnabout in the women’s shoe 








market in New Haven, Conn., and 
merchants today are reporting that 
for the first time since rationing, shop- 
pers are holding the upper hand and 
are enjoying a buyers’ market. 

Evidence of this was seen in in- 
creased resistance to some types of 
shoes; in increasing price conscious- 
ness among women; in lack of re- 
sponse in anticipation of price rises in 
leather shoes; and in a slight bore- 
dom among some women with styles 
which have become standardized since 
the early days of rationing. 

Merchants in all price lines report 
a slackening of interest among women 
for the fabric and plastic shoe, and 
all report an increase in demand for 
leathers as the Winter weather ap- 
proaches. Quality is now the yard- 
stick upon which women are basing 
their selections, and gone, perhaps 
forever is the former feeling of “I'll 
take it; it’s a shoe.” 

More interest in cost is being shown 
by shoppers, who mainly are not in- 
terested in the long range increase, 
but in the present day price rise. 
Business has been somewhat slack 
recently and many storekeepers be- 

[TURN TO PAGE 64, PLEASE] 
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His middle name is PROFIT 


Here’s the Trimfoot Baby Deer. To millions of mothers, 
he stands for high quality, reasonably priced children’s 
shoes. They’ve met him on the pages of national maga- 


zines in advertisements scientifically proved to have 
attracted and held more readers than any other shoe 
advertisement in the same issues. 


To you, the shoe dealer, the Trimfoot Baby Deer stands 
for children’s shoes that you can sell quickly at a profit. 
Trimfoot’s modern methods of production keep costs low 
and quality high. And the effectiveness of Trimfoot ad- 
vertising makes your sales job easy 

Trimfoot’s Baby Deer works for you when you stock the 
Trimfoot line of Baby Deer and Pre-School Shoes. Sizes 
from birth to age 5. 


TRIMFOOT COMPANY « TRIMFOOT TERRACE FARMINGTON, MO. 







































Why? 





NEW YORE WORLD-THLBORAM, FRIDAY, HOVERERER. 18, 1008. 


Yesterday over 250,000 people bought a 
million dollars worth of merchandise at Macy's 


—Because, though OPA controls have beon lifted, Macy's is holding down prices with a sale. 











—Because Macy's will not raise prices on Its present 3@ million dollar steck of quality merchandise. 


—Becanuse New Yorkers knew Macy’s always keeps prices down—that’s what made us the World's Largest Store! 


<hnuc’y 


Competition takes over again as OPA steps down. Out of the quarter million customers who bought a 

million dollars worth of merchandise at Macy's in one day, thousands bought shoes in the new sixth floor 

shoe salon, hailed as the world's greatest .. . Take a look at the Wanamaker ad, you Old Timers; it's remi- 

niscent of 1920, isn't it, when Wanamaker started post war deflation by slashing prices 20% across the board. 

Advertising like this gives aid and comfort to mounting consumer price resistance reported from many 
sections of the country. 


Personality Plus 


[CONTINUED FROM PAGE 46] 


it. You'll find plenty of them in your library. And you 
won't have to wait long for them. You'll usually find 
them on the shelves. Few of them will be numbered 
among the “best sellers”—the books that are always out. 
Read these books, read them from kivver to kivver. 
Read them over and over again. Practice the rules. 
Work on yourself. It will take plenty of work to begin 
to change your personality for the better. Believe me, 
it will. 

Now then, let’s get back to our mirror and see what 
this future personality kid looks like. Let’s see what 
material we have to work with. That’s right, three feet 
in front of a full length mirror, and study yourself well. 

Surprised ? 

No, that’s no joke. It’s really amazing how few people 
of the male gender actually know what they look like. 
We may look at ourselves in the mirror day after day, 
but if someone ever asked us what we looked like, we 





wouldn’t know how to start describing ourselves. All 
right, if you’re so smart, what do you look like? A 
simple description, please, brief, and to the point. 

If you’re content with your face as it is, well and 
good. However, if you're dissatisfied with it’s construc- 
tion, you can improve it in one of two ways: (a) plastic 
surgery, (b) smile. Since suggestion (b) is less painful 
and less costly and is guaranteed to bring better results 
than suggestion (a), and since the male vanity will not, 
as a rule, consider facial reconstruction, we will discuss 
further the subject of smiling as a method of improving 
one’s beauty, hence one’s attractiveness to customers, 
hence the possibility of selling more shoes, hence the 
possibility of earning more money, etc. etc. etc. 

Now then, practice smiling to yourself in the mirror. 
Go ahead: it won’t hurt you. Honest, the skin won’t 
crack. Go ahead, smile. A real, honest smile will make 

[TURN TO PAGE 62, PLEASE] 
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Let a Great Name Help You Sell Rubber Footwear 









customer: I’d like to see a pair of dressy winter foot- 
wear, such as I saw in this ad in the magazine. 


cLerx: These are the three models illustrated in the 
ad, and I’d like to show you a style which I think 
you'll like. 





cisrnx: The convenient Talon slide fastener makes 
them so easy to put on and take off. No fear of catch- 
ing your nylons—because of this protective flap. 


customer: Let’s try them on. 


cierk: Here is the original Zipper Boot—real high 
fashion in winter footwear. It is ideal for daytime 
wear and just the thing with formal clothes at night. 













customer: Oh, they are smart—so neat and trim 
looking! 


cierx: You’ll find these Zipper Boots will give you real 
service. They’re made by B. F. Goodrich—a name 
you can depend on! 


customer: Oh, yes, I’ve always liked the fine products 








Your customers know the name B. F. Goodrich and whai it stands 
for in the field of rubber research. They know that on rubber and canvas 
footwear the B. F. Goodrich name is their assurance of real service, comfort, 
ond wear. It's your assurance of a satisfied customer who'll be back again 
for more! B. F. Goodrich, Footwear Factories, Watertown, Mass. 


B.E Goodrich 


FIRST IN RUBBER 
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“Tom” Childs, as he was known, 
opened a store in Holyoke in 1890. It is 
still there. His three sons, following 
the incorporation of the business, opened 
a small store in Springfield in 1938 at 
349 Bridge Street, which, however, sold 
practically nothing but orthopedic foot- 
wear. 

Early in 1945 the company pur- 
chased the two middle stores of a five- 
store group at 280 Bridge Street, com- 
pletely remodeled the spacious interior 
and opened for business on October 1, 
1945, as a complete family shoe store— 
carrying men’s, women’s and children’s 
footwear and a wide selection of acces- 
sories. 

Trim and furnishings represent a 
triumph of mind over matter. Con- 
fronted with shortages of practically 
everything normally used in the con- 
ventional store, Messrs. Childs and 
Murphy went unconventional in a big 
way and succeeded in producing an in- 
terior which can best be described as 
a semi-salon—colorful, but most em- 
phatically not garish; restful, and at 
the same time, businesslike. 

The walls were sheethed with ve- 
neered wood panels resembling limed 
oak to a height of about eight feet. 
Above that they were painted a me- 
dium cream, the reflected light from 
which gives the appearance of sun- 
shine. Scattered about the selling floor, 
which is 48 feet wide and more than 
100 feet deep, are a dozen or more two- 
seated divans which have been attrac- 
tively slip-covered to protect the origi- 
nal upholstery and to make Spring 
housecleaning a relatively easy job. 
Mingled with the divans are light-oak- 
framed chairs of simple design uphol- 
stered in red, green and cerise. 


Department for Accessories 


On the left of the store entrance are 
the women’s and children’s shoe de- 
partments; on the right is an acces- 
sories counter with wall display cabi- 
nets totaling about sixty feet in length, 
devoted to the sale of costume jewelry, 
handbags, scarfs, cosmetics, novelty 
umbrellas, men’s socks and neckties, 
and as many pairs of women’s high- 
grade hosiery as Mr. Murphy has been 
able to buy in a market swept almost 
bare. To complete the accessories pic- 
ture, across the store, in the front cor- 
ner of the selling floor. is stocked a 
short line of luggage of the overnight 
and week-end variety. 

The men’s shoe department, with its 
club-like atmosphere, is in the base- 
ment—reached by a wide stairway. 
Here, too, socks and neckties are for 
sale, though it is Mr. Childs’ belief that 
more will be sold, as time goes by, 
over the women’s accessories counter 
on the first floor, particularly during 
the holiday season—due to start almost 
any time now. 
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Sees Need of Change in Store Practice 


[CONTINUED FROM PAGE 43] 


Anyone who visits this store, wheth- 
er he happens to be a business paper 
editor seeking a story or a customer 
looking for a good pair of shoes, is 
likely to come away with certain rather 
definite impressions. These impres- 
sions are strengthened when one talks 
with the president, the manager or 
practically any member of the store’s 
personnel. And possibly the most pro- 
nounced of these impressions is this, 
that here is not only an attractive, well- 
planned shoe store, but here also is a 
business, planned with a long term 
view, conscious of certain principles 
which have proved sound and helpful 
in the past, looking forward to a long 
and successful future to be attained 
through adherence to those same prin- 
ciples, adapted and applied to the re- 
quirements of today and tomorrow. 





Ultra-Modern Shoe Store 
Serves Wabash Valley 


[CONTINUED FROM PAGE 45] 


display shelves are lined with stain- 
less steel. Then glass brick corners 
and nooks with soft lights behind the 
glass add to the attractiveness of the 
motiff. Divans of tufted ivory leather 
with red tacks or buttons invite the 
customers to relax and be fitted. Sales- 
men’s fitting stools match the divans. 
Soft music is played at all times from 
a concealed radio-phonograph, and 
there are always plenty of souvenirs 
like book matches, shoe horns, and 
trinkets for children. While being fit- 
ted the customer enjoys relaxing and 
enjoying himself, sometimes arriving 
at a time to be able to hear his favorite 
tune played. 

The children’s department, opened 
in March, 1939, and moved upstairs 
in January, 1945, a modernization job 
all its own, proved so successful that 
Mr. Hornung included it in the over- 
all remodeling of the store and made 
an opening joining it with the rest 
of the store. Walt Disney characters 
are painted on the walls in this de- 
partment and statuettes of Donald 
Duck, Mickey Mouse and the various 
Disney family mainstays are kept 
where the kiddies can inspect them 
closely. 

The men’s special fitting room has 
a mural of sports history on one wall. 
Both direct and indirect flourescent 
lighting are used all over the store. 
The soft lights blend with the wide 
pink and ivory stripes on the walls. 
The floor is a fine inlaid linoleum with 
the initial “H’” modernistically set at 
the two entrances. 

All of these new ideas, put together 
to make Hornung’s store unique, have 








caused favorable comment from many 
visitors. Besides the ideas submitted 
by the employes many were thought 
of as the former Air Force man who 
worked for Uncle Sam. When he re- 
turned to his business, which he had 
turned back to his father, Otto, in 1942, 
Mr. Hornung worked with speed and 
precision in preparing and starting 
the remodeling program. 

Hornung’s was established by Otto 
C. Hornung in March of 1893. The 
elder Mr. Hornung built the business 
by specializing in quality shoes, ac- 
cording to Rahe Hornung. The pres- 
ent proprietor first worked around the 
store when a pupil in grade school. 
He delivered shoes on his bicycle after 
school and on Saturdays. Then his 
dad sent him to Swanee Military 
Academy after his graduation from 
grade school. Rahe graduated from 
Swanee and entered the University of 
the South, where he played guard on 
the football team before graduating in 
1925. 

Rahe Hornung returned to the store 
and worked for his father in 1925. 
He took over the business when his 
father retired in 1938. The location 
at 26-28 South Seventh Street in Terre 
Haute is the third. First the store 
was at 505 Wabash Avenue, then at 
655 Wabash Avenue. In 1928 the store 
was moved to its present location. 

When the war started and Mr. 
Hornung was called to active duty as 
a reserve officer, the father came out 
of retirement and ran the business 
with the aid of Rahe’s wife, Kathryn 
Mary. Now Mr. Hornung the elder is 
enjoying his second retirement and 
very proud he is of Rahe’s new store. 


Postpone Pittsburgh 
Show until February 


PITTSBURGH, Pa.—The Spring show- 
ing of the Pennsylvania Shoe Travelers, 
scheduled for Nov. 9-12 at the William 
Penn has been postponed, according to 
Joseph Harris, secretary of the associa- 
tion, until Feb. 15-18, 1947. 

The board of directors of the group 
took the action due to the prolonged 
hotel strike in Pittsburgh and the cur- 
rent uncertain conditions in the shoe 
industry. 





Bradley Joins Seattle Store 


New YorK—Thomas Bradley, for- 
merly buyer of women’s shoes at Lord 
& Taylor, has recently taken over the 
buying position in the women’s better 
shoe department at Frederick & Nelson, 
Inc., Seattle. 

Before joining Lord & Taylor early 
last Spring, Mr. Bradley was at one 
time affiliated with Harzfeld’s in Kan- 
sas City. He has also been a salesman 
for the International Shoe Co. Leaving 
this city late in November, he joined 
Frederick & Nelson on Dec. 1. 
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PRIMEX 


Saves Valuable 


PLUDH SPACE 


20 inches 
wide 


PRIMEX does away with 
unsightly, unwieldy size 
without sacrifice of per- 


EXTRA 
FEATURES 


New Low Step 


formance. Only 20 inches 
wide, PRIMEX requires less 
room, fits into smaller space 
—yet its graceful, sweeping 
lines and compact beauty 
add much in store decora- 
tion. PRIMEX cabinets 


3-Ray Control 
Mischief Proof 


Wide'Platform 
. occupy but the space of 


two fitting chairs back-to- 
back for maximum space 


New X-Ray Unit 


2 YEAR GUARANTEE 
conservation. 


always a STE P ahead 
Gentlemen: 

Please send me without charge or 

obligation full details on the new and 


EQUIPMENT co. better PRIMEX SHOE FITTER. 


135 SOUTH LA SALLE STREET 
CHICAGO 3 





Personality Plus 


[CONTINUED FROM PAGE 58] 


you beautiful in the eyes of the people you associate 
with. Try out your new smile when you greet your wife 
at breakfast. Do it gradually so the shock won’t unnerve 
her. Practice smiling to yourself in the mirror each 
morning. Practice smiling to your customers when you 
greet them. They'll be happier buying from you than 
from the guy down the street who looks as if he wanted 
to murder everybody in the world. 

A smile isn’t just the lifting of the corners of the lips. 
It’s a happy look on your face that says to your cus- 
tomer or whomever it is you're greeting, “My, I’m 
really glad to see you!” Say that to yourself every time 
you smile at someone. If you can get the idea over with 
your smile, you're all set to go places with the human 
race. We almost said the human face. And that could 
be possible, too. 

There, without meaning to do it and at no extra cost, 
I’ve given you lesson one of how-to-become-a-super- 
duper-personality-kid. Very simply, and in words of one 
syllable: Smile! 

Once more, all together: 

Smile. 

Sav ...it is a wonderful day, isn’t it? 


Manufacturing and Markets 


[CONTINUED FROM PAGE 50] 


the prices be left open, that the merchant rely upon the 
honesty and integrity of the maker not to overcharge when 
the finished product is ready. Naturally this makes for 
great uncertainty on the part of everyone. 

Even though a merchant has every confidence in the 
honest dealing of his supplier, he cannot foresee whether 
the shoes which come in, say, next February, can be priced 
to fit into a retail selling which may change very per- 
ceptibly within the next three months. There is special 
anxiety at this time, since the retail picture in general has 
not lately had the rosy outlook of some months ago. That 
the public is more conservative in its spending is now evi- 
dent in practically all commodities. High priced merchan- 
dise is feeling the pinch in all soft goods. Shoes at $20, 
and over are literally not moving. And there is many a 
shoe man with a considerable stock of expensive reptiles 
who has had a few uneasy weeks lately as he sees his cus- 
tomers by-pass the handsome alligator and lizard. 

While the labor situation in shoe factories has not be- 
come worse, it also has not improved. There is still a more 
or less constant shifting of workers, and this adds up not 
only to lowered production, but also to greater expense as 
new hands are continually being trained. Then, too, there 
is not the same amount of production per man-hour, and 
once again this increases the basic cost of the product. 

At present writing there is no easing in the hide sit- 
uation. Even though there are actually more raw hides 
available, many tanners are not buying from the packers 
who have raised their prices up to the international figure. 
Since most manufacturers find these costs too high, the 
traffic in hide buying is slowed down for the present. Most 
shoe men believe it will be at least six months before a 
normal market will be established in their industry. 
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we know the retailer is... and the consumer is 


... but are YOU ready for CLOSED TOES! 
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by you we mean those shoemakers who have 
been wholly or largely making open toe 


shoes for several seasons. 


Perhaps you’re one of the many who fore- 
saw the current demand for closed toes and 
you're ready for action with bins full of 
smart closed toe lasts. Perhaps even now 
you're cutting closed toe uppers. Don’t wait 
until you’re ready to last shoes before 
learning all you'll need to know about box 
toes — not only the types required and how 
best to use them — but when you can be 
supplied. Not all box toes are readily avail- 
able. Neither are all types of equipment. 
Get your Beckwith agent’s recommendations 
as far as possible in advance of production, 


BECKWITH MANUFACTURING COMPANY 
Dover, New Hampshire 


Subsidiaries Agents 


Anven-Ravsuims Company Warcnt-Gunman Compant 
Watertown, Massachusetts St. Lewis, Missouri 


Becxwire Mrc. Co., Lro. C. J. Suezs, Ivconronaree 
Sherbrooke, . Canada Milwaukee, Wisconsin 


Becuwrre Mrc. Co. or Wisconsin Tue Geo. A. Sraivcurme Co. 
Milwaukee, Wisconsin Cincinnati, Obic 


63 


SE Det iene amt 


eee ee ee eed 

























































gl ——~ 





i ts nisi 


anne 











Review of the 
Retail Trade 
[ CONTINUED FROM PAGE 56] 


lieve it is due to an increased feeling 
among women that prices are too high. 
A sharper dip in business is ex- 
pected if prices go higher. 

Contrary to early expectations, pub- 
licity given the shoe and leather situ- 
ation just prior to and after controls 
went off, did not cause women to rush 
to the stores to get shoes in anticipa- 
tion of future price rises. Merchants 
believe that this was due to an attitude 
of “Do it and see what happens” de- 
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veloped by women during the early 
days of zooming meat prices shortly 
after controls were lifted. 


* * x 


PROVIDENCE SALES 
UP OVER LAST YEAR 


ReTar shoe sales to date this year 
are running substantially ahead of last 
year for the same period in most 
Providence, R. L., stores. One store 
reports an increase of more than 35 
per cent, while several say their busi- 
ness has increased from 10 to 30 per 
cent. The stores whose sales have 
gone ahead most have been in general 


those that had the most dependable 
sources of supply, since sales every- 
where now depend entirely upon mer- 
chandise quantities. Some stores have 
been handicapped by sources that 
have failed to produce anywhere near 
the established quotas, while others 
have obtained pretty close to the en- 
tire allotment. 

A sales let-down was noticed in most 
stores in the middle of November; this 
was generally considered a seasonal 
slow down. The weather in this area 
has been good, with almost no rain 
or storms for seven or eight weeks. 
Continuation of weather like this 
would bring good business. 

Retailers anticipate a good slipper 
business. Slippers will be featured 
for multiple use and not just for bed- 
room wear. There will be more of a 
variety and higher styles in this mer- 
chandise. 


” ~ * 


TREND TO DRESS 
SHOES IN OMAHA 


ASTRONG trend from casual to 
dress shoes during October and No- 
vember was noted by women’s shoe 
buyers in Omaha, as customers started 
heavier buying. Dollar sales general- 
ly were said to be a third higher than 
for the same period a year ago, and 
somewhat up from September. 

House slippers also started selling 
heavier than usual for October, while 
the pace quickened perceptibly in No- 
vember. 

The black sling pump continued to 
lead sales in women’s shoes, although 
buyers stated that an increasing num- 
ber of women ask for closed backs. 
Matrons especially wanted the closed 
numbers, along with anything avail- 
able in soft calfskin, which has been 
extremely short in supply. 

Consumer resistance to price is 
more evident in Omaha than it was 
earlier in the Fall, in high-style stores. 
One buyer who said that stiffening 
resistance started at $20, declared that 
$16 was the dividing line in early 
November. Another said $12 was the 
top free selling price. 

A buyer of considerable experience 
declared that Nebraska women will 
resist definitely the raising of prices 
in the upper bracket. He pointed out 
that in the last six months, his depart- 
ment’s top has raised from $18.95 to 
$29.95, and will be $35.95 before 
Christmas. This will reduce unit vol- 
ume, he said. Average sale at the 
start of November was $15, while 
early in the Fall it was $10, including 
a large volume of casuals at $8 and 
$9. 
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(nly one grade... 








@ Craftsmen whose work endures are continually asking themselves one 
question: “Is this the best I can do?” That principle has always guided 
the construction of Keith Highlanders. There is only one grade of 
these exceptional shoes—the best! Made of the finest materials, by 
a family whose tradition of fine shoemaking extends back for 
seven generations— Keith Highlanders have a character 
that’s evident at a glance. 
GEO. E. KEITH COMPANY, BROCKTON 63, MASS. 


THE PROUDEST NAME IN SHOES 





ester pincus originals 
have salability written all over ‘em 


Here ore styles that tolk fashion . . . values that talk sense . . . to the critical 
shopper of today. For town or tango, for street-wear or any-wear . . . you'll 
find no sounder buys than sales-building Lester Pincus Originals. In a rich 


variety of materials and ornamentations. Order now—delivery during December 


TANGO. White-and-Silver or White-ond-Gold interlaced 
mesh with White foille hee! ond plotform. Black-ond 
Gold mesh, with Block hee! ond platform. Also All-Silver 
or All-Gold mesh, without platform. All Medium widths 
$3.25 net. 


UPPITY. Block ond Brown pinseal, Red kid, with matching 
foille platiorm. $4.25 net. Block and Brown gabordine, 
matching platform. $4.00 net. All in Narrows ond Medi 
ums, plottorms glearmng with Gold floke braid 


KATHY. Block ond Brown morocain, Black ond Brown 
suede, Red elkskin. Norrows and Mediums. Also available 
in ONS heel, with quorter-inch plotiorm—Block ond 
Brown morocain, Brown suede, Coal Block plastic. Medium 
widths. $3.75 net, except plastic, $3.25 net 


ROMANCER. in suede leother, faille platform, adorned 
with Gold zig-t0g metol thread. Block, Brown, Red, 
Green, Poste! Bive, Yellow. Norrow ond Medium widths. 
$3.85 net 


FLIRT. Block suede, White suede, Block potent leather 
Cherry Coke potent leother. Block kid. Norrows ond Me- 
Gums. $3.75 net. 


lester pincus shoe corp. 
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No. 1950 





Our Modern Factory Is Now In Full Production And We Are 
Ready To Supply You With A Complete Line Of Fine 
Leather Sandals For Men, Women And Children 


707 BROADWAY 


FORMERLY LION 


x (@ 


NEW YORK 3, N. Y. 
LUGGAGE CO 








Co-ordination Sells Resort 
Accessories 
[CONTINUED FROM PAGE 38] 


resort suits and dresses, vibrant high 
colors designed for striking contrast 
take the lead in the accessory market. 
These appear mainly in reptiles and, to 
a marked extent, in calf. Pastels, also, 
particularly pink, light blue and yellow 
or chamois are included in the plans of 
the glove industry, with pink mentioned 
for coordination with the millinery 
trade. The lighter shades of brown, 
such as cocoa, apricot and amber, and 
the spicy hues of orange tint, will be 











Woventox 


MEN'S RIBBED-TO-TOE 
50% Wool—50% Cotton 


HALF - HOSE 


“WOVENTEX" STYLE 8372/52... 


Staunch, warm Socks — the type 
men like. In 50-50 wool & cotton, 
and smartly ribbed cuff to toe. 
Packed '/, dozen to box: 2 pairs 
oxford grey, 2 navy, | cordovan, 
I maroon. Sizes 10 to 13. $5.75 


(Net 30 Days) DOZEN 


FRIEDMAN sing cove 


319 Fijth Avenue, Nem York City 16 
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good mixers with white costumes and 
southern suntans. Neutral shades will 
be seen in glove fabrics as well as 
dresses and suits. And certainly black 
is not neglected by resort shoppers; it 
will always be one of the smartest con- 
trasts with white and prints. 

Here is a brief view of the style 
trends in the accessory market today. 
Shoulder bags seem continually to in- 
crease their success, although it may 
eventually be deflated by the return of 
fullness in clothes with which this style 
might be incompatible. While the new 
handbag lines include a variety of 
shapes and sizes, there seems to be a 
tendency toward the smaller, neater 
bag—either the box or pouch. Some 
manufacturers are doing a nice job with 
fabrics, a traditionally good resort 
fashion. 

Searves are good items for resort 
promotions. Bright colors and lively 
prints on light grounds are smart color 
accents with white or neutral clothes. 
Regardless of the favor shown silver 
jewelry earlier this season, gold is still 
the best bet. Although Paris forecasts 
a trend toward more delicate jewelry, 
larger pieces are now in the limelight. 
Indian-type jewelry combines nicely 
with casual fabric accessories. 

In spite of extreme difficulties, manu- 
facturers of leather gloves are coming 
out with some lovely colors and neu- 
trals. But perhaps the loveliest leather 
glove offered for resort wear, with 
other accessories in high colors, is white 
doeskin. The fine detail which charac- 
terizes shoe trimmings in the Spring 
lines is being repeated on gloves. A 
bright note is added by the new gayly 
printed doeskin called Decor, exclusive 
with one glove manufacturer, with 
which a bag and shoe coordination has 
been done. 

Although the exaggerated widths 
prevalent among belts a year ago lost 
their importance this Fall, belt fash- 
ions have not swung to the opposite ex- 
treme, The very narrow belt is, gen- 
erally speaking, a staple item. The best 
styles range from two to three inches in 
width. One line continues to show the 
Directoire influence with colorful fabric 
belts suitable for resort costumes. 


Last, but far from least, in the ac- 
cessory picture are umbrellas. Whether 
tall “dandy” canes or short styles in 
shoulder-slung leather cases, they add to 
any costume a certain dash which spells 
smartness and charm. Recent fashion 
shows have also featured parasols of 
gay fabrics, often designed to match the 
costume. No other accessory could con- 
vey quite the same feminine jauntiness. 

So as the news of coordinations 
points to the increasing importance of 
accessories in the fashion picture, so 
also does the style and color news. For 
the Fall season accessories were in- 
clined to be quiet and discreet. Good 
taste remains the keynote, but with the 
aid of bright new colors and interesting 
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IN BACK OF THE SYMBOL A PROCESS THAT PROVIDES: 








1. DEPENDABLE RIGIDITY ... 2. UNIFORM SHANK FIT 





, Tests are made during production of Each shank fitting is made directly to 
every lot of shanks to confirm the last. Vita-Tempering preserves 


TOUGHNESS and HARDNESS. the UNIFORMITY of bend and temper. 


The Vita-Tempering Process 
is a significant advance in en- 
gineering that contributes to 
shank steels the accuracy 
of fit and uniformity of bend 
that is important to the science 
of shoemaking. 


To the shoe manufacturer, 





8 3. CLEAN SHANKS , 
i The shanks, coming from the Vita-Tem- Vita-Tempering means .... 
i pering furnace are clean — ready for 

insertion in the shoe. BETTER SHANKS! 


| UNITED SHOE MACHINERY CORPORATION 
| BOSTON, MASSACHUSETTS 
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Hard-to-Get 


ICE SKATE 


OUTFITS 


4% 
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Professional CANADIAN FLYER 


FULL GRAIN LEATHER SHOES & "UNION HARDWARE" NICKEL PLATED SKATES 





for WOMEN 


Full Lined White Elk Leather 
Shoes 


White Felt Lined Tongue 

Solid Leather Outsoles 

Nickel Plated Eyelets and White 
Laces 


Felt Sock Lining 
Gracefully styled Hockey Tubular 
UNION HARDWARE Skates 


Sizes 3 to 8 


$7.00 


PAIR 








packed 12 pair to a case 







for MEN 


2-Tone Leather Professional Box Toe Model 
Black Leather Uppers 
Tan Box Toe, Scuff Pad and Ankle Patch 









Solid Leather Outsole 
~ \ Extra Large Nickel Plated Eye- 
” Gg lets and Yellow Laces 


Colored Web Reinforcements 
Shearling Lined Tongue 


UNION HARDWARE Tubuler 
Hockey Skates 


Sizes 5 to 11 


Shipment January 15 or Sooner — Guaranteed 


Only Bona Fide Non-Cancellable Orders Accepted 


THE ARNOFF SHOE CO. Inc. - 101 Duane Street - New York 








fabrics and leathers, accessories will 
step out under the southern sun. De- 
cember and January should find your 
accessory department well stocked with 
these conversation pieces, items that 
will make good advertising copy, good 
displays and good sales figures. The 
accessory and shoe markets offer you 
today the opportunity to double the 
prestige of your store and to gain the 
name of “style leader” in your town. 
It is an opportunity not to be missed! 


Return of Elegance 


[CONTINUED FROM PAGE 39] 





The subject of footwear being near- 
est our hearts, let us reverse the usual 
head to toe procedure as we recall the 
magnificent fashions seen at these 
opening nights. The sandal was, of 
course, the most popular style, with 
here and there the new touch of asym- 
metry. The usual crossed-strap vamp 
gave way occasionally to vamps of more 
intricately arranged narrow strips, 
sometimes mixing colors and adding 
kid trims to satins. Likewise, a few 
T-straps worn by older women stepped 
in among the many anklet sandals. 
Flat sandals were distinguished only by 
their scarcity, and those seen were usu- 
sally worn by young débutantes. The 
ballet slipper was practically non-ex- 
istent. High clogs and wedges were 
also few and far between. 
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It was extremely interesting to note 
the many opera pumps and slings worn 
with formal clothes. Of course, many 
were the lovely old satin pumps, of very 
narrow cut, with wonderful rhinestone 
buckles, worn by the dowager who has 
never relinquished this style which is 
now coming back into the fashion pic- 
ture. But young women, too, wore 
satin or even suede opera pumps with 
smart draped gowns and dinner suit. 
Two of the most stunning shoes worn 
were sling pumps, one red satin with a 
softly gathered gold-trimmed ornament, 
the other gold kid wearing a cluster of 
jewels at the side of the throat. Another 
interesting closed toe and back shoe 
was a green flat with wide open vamp 
and broad sabot strap, this worn with a 
black dinner dress. 

There was a great preponderance of 
satin shoes at these premiéres, a few 
presenting bright contrasts, but most 
dyed to match the gown. Next in abun- 
dance was gold kid, then silver. There 
were many brocades, a few. mesh, and 
even suedes were worn by smart wo- 
men. Platforms weren’t made particu- 
larly noticeable by ornamentation, but 
many a vamp sparkled with stones or 
sequins, reflecting the glitter of gowns 
and jewels. 

Ermine was the fur of the evening at 
both the horse show and the opera. A 
long sable collared ermine cape created 
quite a stir at Madison Square Garden, 


while the newest interpretation of this 
fur was a short jacket that fitted 
snugly in front and fell loosely from 
the shoulders in back, with informal 
full “shirt” sleeves. Ermine jackets 
were also worn with street dresses, and 
a swaggering greatcoat of ermine 
casually cinched at the waist with a 
paisley scarf was particularly startling. 

Mink, sable, and various kinds of fox 
were also very much in evidence, with 
a fair share of broadtail and chinchilla. 
Stoles were popular in all these furs 
and were especially effective with 
strapless gowns, framing the lovely 
bare young shoulders of the débutantes 
who wore them. Nearly everyone wore 
furs, but there were some good looking 
brocades and embroidered wool wraps. 
A young girl wrapped a bold plaid wool 
cape around her formal gown. 

Rich, luxurious fabrics dominated the 
scene at these gala openings; brocades, 
satin, velvet, lace and heavy, swishing 
taffeta. Crepes and bouffant net, tulle 
and marquisette were beautifully high- 
lighted with jewels or sequins. There 
were also slim, sophisticated fringed 
gowns and shining lamés. While black 
and white predominated, there were 
many shades of red, dark greens, deep 
blues and some grey. Brown satin for- 
mals were fashion news. 

In general, the silhouette was the bell 
shape, mothers and daughters alike fa- 

[TURN TO PAGE 75, PLEASE] 
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give women better fit 

and greater comfort and 

last longer than shoes <P fo 

the same quality made without 

this exceptional feature. Pi Because 
of these facts, shoes made with Lastex 
yarn as invariably increase the 
profit and prestige of shoe | 





i 








stores and departments 
@y 
where they « 


are sold. 





For models, samples and prices of those types of shoe materials made with 
Lastex yarn which are now available, apply to ALFRED VAMOS, 406 
Marbridge Building, New York City. Alfred Vamos is the inventor and 
patentee* of Vamos stretchable shoes, and the selected consultant for shoe 
manufacturers using materials made with Lastex yarn. 


*Patents assigned to 
United States Rubber Company 


Pe -+»THE MIRACLE YARN THAT MAKES THINGS FIT 
. U. S. Pat. Off. 


An elastic yarn manufactured exclusively by 


UNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20, N. Y. 
| SERVING THROUGH SCIENCE 
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RECORDER REVIEW OF CURRENT HAPPENINGS 


Shoe News e 


IN THE SHOE TRADE 





Tanners Seen Conscious of Responsibility 





Keeping Raw Materials Markets Under Close Scrutiny Because of 
Effects of Costs on Consumption, Horween Tells Council. 


CuHicaco—Cattle population of the 
United States is now at the crest of one 
of the waves that has been character- 
istic of this industry, according to L. 
J. Norton, acting head of the Depart- 
ment of Agricultural Economics, Uni- 
versity of Illinois, who was one of the 
speakers at the annual meeting of the 
Tanners’ Council of America, held in 
Chicago, Nov. 21-23. 

“The present cattle cycle reached a 
peak in January, 1944, at about 82 mil- 
lion head,” Mr. Norton told the tanners. 
“Heavy slaughter in 1944 and 1945 re- 
duced the number of cattle in the coun- 
try by about 2.5 million head by Jan. 
1, 1946. The reduction was in dairy 
rather than in beef stock. Numbers 
may have increased slightly in 1946 be- 
cause of delayed marketing. We have 
a large herd of cattle in this country. 
Slaughter is certain to be heavy in 1947 
and for the years immediately beyond 
unless a drouth or some other factor 
induces a heavy liquidation which dras- 
tically reduces the sizes of the herd.” 

Arnold Horween, president of the 
council, in his opening address empha- 
sized the tremendous responsibility 
now being assumed by industry follow- 
ing the end of controls. 

“We produce a material which is 
almost a symbol of the public in- 
terest,” Mr. Horween reminded the 
tanners. “Leather is the most impor- 
tant shoe material and shoes are a ne- 
cessity and a staple. They are direct 
evidence of the standard of living, and 
for some strange reason are used as 
the typical example of goods which 
make the cost of living. When leather 
and footwear sell at prices that are 
actually and relatively low in compari- 
son with other commodities, the public 
assumes as a matter of course that tan- 
ners are performing the conventional 
job of a highly competitive, low profit 
- industry. If leather ever advances, by 
virtue of worldwide supply and demand 
factors beyond our control, the alarms 
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ring out for the barefoot boy. No one 
ever stops to consider that the value 
represented in a dollar’s worth of 
leather and therefore of shoes tran- 
scends almost any other products or 
services. This sensitivity of the public, 
and frequently of the official mind, on 
the subject of leather is a fact which 
we must accept with the best possible 
grace... 

“If I read the signs and reports cor- 
rectly, this industry’s sense of public 
responsibility and its awareness of past 
experience have been evident recently. 
Following decontrol of hides and skins 
widespread caution appears to prevail. 
Tois industry is clearly conscious of its 
ebligation to customers and to the pub- 
lic interest; tanners are apparently 
keeping their raw material markets 
under the closest scrutiny with the 
knowledge that the ultimate effect of 
new costs upon retail demand and con- 
sumption is still to be determined. The 
effort and cooperation which tanners 
gave to the stabilization program since 
july 1941 is unmistakable proof that 
this indestry recognizes the dangers of 
wide fluctuations in raw material mar- 
kets. Similar clear thinking is reflected 
since decontrol, in spite of the erratic 
behavior of foreign markets which have 
mistakenly been called barometers or 
indicators. 

“No tanner thinking back to the two 
years after World War I can forget 
that world markets then were also dis- 
turbed, that the inexhaustible demand 
supposed to exist then justified fantas- 
tie quotations for hides and skins. It 
die not take very long for basic facts to 
assert themselves and bring about a cor- 
rection, the cost of which plagued tan- 
ners in this country for many years. 
Today, therefore, it is vital that we 
keep examining the facts and discard 
the surmises, the unfounded reports and 
the speculative rumors to which our 
raw material markets are so suscep- 
tible.” [TURN TO PAGE 106, PLEASE] 


Guild Warm Weather 
Openings January 6th 

New York—The warm weather open- 
ings of The Guild of Better Shoe Manu- 
facturers will be held the week of Jan. 
6, 1947, it was announced by Benjamin 
D. Schwartz, president of the Guild 
after a meeting held Nov. 19 at the Mc- 
Alpin Hotel. These openings are part 
of the five-showings-yearly program of 
the Guild which was inaugurated in 
1945. 

The openings to be held in member 
firm showrooms will be of shoes for 
March, April and May delivery. Shoes 
for Summer wear will be sold during 
this period, the styles to be influenced 
by the latest trends in apparel. 

Said Mr. Schwartz, “The continued 
calls we are having for increased quotas 
and for the opening of new accounts 
will be stressed at the next showings 
during the warm weather sales period. 
We feel certain this coming opening in 
January will have the great attendance 
of all previous showings since the suc- 
cessful five-times-a-year program was 
started. The constant deliveries made 
possible by this selling schedule are an 
important factor in the shoe business 
today.” 

In addition to the sale of better shoes 
the warm weather openings will see the 
planning of distribution policies be- 
tween distributors and retailers, having 
in view the maintenance of the allot- 
ment system on better merchandise, 
stated I, E. Grossmann, first vice-presi- 
dent of the Guild. “This coming year 
the production of better shoes will not 
be as great as the demand. With the 
closing of the ‘wartime babies’ there 
will be even a greater responsibility 
placed upon Guild makers to supply all 
the wanted better shoes of the nation,” 
predicts Mr. Grossmann. 

The member firms of the Guild are 
Cangemi, Inc.; Thomas Cort, Ltd.; Del- 
man, Inc.; Fox Shoe Mfg. Corp.; Jerro 
Bros.; Mackey-Starr, Inc.; Marino; I. 
Miller & Sons, Inc.; Newton Elkin Shoe 
Co.; Palter DeLiso, Inc.; Schwartz & 
Benjamin, Inc. (Customeraft); Setroy, 
Ine; Van Arden, Inc.; M. Wolf Sons, 
Inc.; Morris Wolock Co.; Zuckerman & 
Fox, Ine. 


71 









- eee —o—e 


| 





















a, Sa iy 


— 


. 
- 


a a 


—_— > 


Above are two photos of the remodeled Williams Shoe Co. 
in San Diego. Previously two adjacent stores, one featur- 
ing women's footwear, the other men's, the two were com- 
bined into one attractive store with men's and women's 


San Disco, CAL.—The Williams Shoe 
Co. at Fifth Ave. at B Street here re- 
cently opened doors of a thoroughly 
remodeled store for an evening inspec- 
tion by the public. The main feature 
of the opening was a series of four 
fashion showings which had musical 
accompaniment. 

George Williams and H. F. Chap- 
man, co-operators of the store, report 


Adjacent San Diego Shoe Stores Remodeled into One 


departments. 





that the foyer was crowded all eve- 
ning with patrons waiting to get in 
for the next showing. No merchandise 
was sold during the evening preview. 
On the following morning the store 
was open for business. News of the 
opening was announced to the public 
via a full page ad and a five column 
layout in local newspapers. 

The store—previously two adjacent 






The exterior view, left, shows the double 
door entrances and lobby which features a lower level 
island window. The interior view, right, is of the women's 
salon looking toward the rear of the store. 





ones featuring men’s shoes in one, 
women’s in the other—now is one large 
store with two entrances. A seven-foot 
partition, artistically designed, sep- 
arates the men’s and women’s depart- 
ments, 

With the opening of the remodeled 
store an extensive follow-up advertising 
program is being worked out by Mar- 
tha’s Advertising Service, Los Angeles. 








Chicago Retailers 
Hold Meeting 


CuIcaco—The first meeting of the 
season was held by the Greater Chicago 
Shoe Retailers Association the evening 
of Nov. 13 at the Morrison Hotel. The 
new slate of officers and committees 
was announced as follows: Frank W. 
Cox, of Stetson Shoe Co., chairman; 
Dave Berstein of Sears, vice-chairman; 
Jack de Witt, of de Witt Shoes, secre- 
tary and treasurer; Fred Gorlitz, of the 
Chicago Retail Merchants Association, 
executive manager. 

Members of the Executive Committee 
are Carl Burgstahler, Jack Westbrook, 
Charles Lanchantin, Red Dennis and 
Rube Metz, the latter also named as 
social chairman. 

The board of directors for the com- 
ing year consists of Sol Blenhime (Wie- 
boldts), Harold Blitz (Blitz Brothers), 
Ronald Feltman (Feltman & Curme), 
Paul Hassel (Hassel Shoes), Charles 
Lanchantin (Hanan & Son), Rube 
Metz (Metz Shoes), John O’Connor 
(O’Connor & Goldberg), Maury Packer 
(Maury Packer Shoe Co.), John Spalo 
(Lytton’s) and Red Dennis (French, 
Shriner & Urner). Honorary presidents 
are Jack Westbrook and Carl Burg- 
stahler. 

Speaker of the evening was Jack 
Westbrook of Edison Brothers who 
gave an up-to-the-minute report on cur- 
rent conditions in the retail field. 
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SHOE SALES APPEAL 


30 ITEMS 





No. 100 SHOE STAND 
Eyecatching basic shoe display unit. 
Adjustable 7 inch top, % inch 
round stem, needle-type heel grip- 
pers. Heights 9, 12, 15 and 18 


inches, 


PRICE (all heights). $5.50 


Gillman Plastic Fixtures 


— made in our own factory — 


503 N. 12th St., Dept. B, St. Louis 1, Mo. 











Sept. Production 
Down I] Per Cent 


WASHINGTON, D. C.—Production of 
shoes and slippers in September totaled 
41,397,000 pairs, according to a prelimi- 
nary report issued by the Bureau of 
the Census, Department of Commerce. 
The figure was 11 per cent less than the 
46,236,000 pairs produced in August. 

All classes of footwear showed a Sep- 
tember loss. Production of men’s shoes 
was 9,849,000 pairs, a loss of 8.8 per 
cent. Youths’ and boys’ shoe produc- 
tion reached 1,821,000 pairs, a loss of 
3.7 per cent. The production of 22,- 
189,000 pairs of women’s footwear was 
equal to an 11.3 per cent loss while 
misses’ shoe production sustained a loss 
of 12.3 per cent with the manufacture 
of 2,220,000 pairs. Children’s shoe pro- 
duction reached 2,232,000 pairs, a loss 
of 13.6 per cent. Infants’ shoe produc- 
tion was 1,804,000 pairs, equal to a loss 
of 13.2 per cent, and babies’ footwear 
production was 1,142.000 pairs, a loss 
of 2.7 per cent. 


Move Offices 


SEATTLE—Offices and warehouse of 
Block’s Shoe Stores have been moved 
from 1516 Second Avenue to 417 East 
Pine Street, according to an announce- 
ment by H. I. Ash, of the company. 
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KIDSKIN 
by 
ALLIED KID COMPANY 
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*. After several years during which our women dispensed with the custom of dressing 
ing 


les. 


— for evening, this season sees a return of full evening dress in the best tradition. 


at Whether full-length or short, evening clothes for women are elegant, of unusual 
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of design, of rich fabric, and glittering with sparkling trim. For such costumes, beau- 
oes tifully cut and detailed shoes of KIDSKIN are a fitting accessory. Whether they have 
ras a touch of glitter, or are unadorned, kidskin shoes will carry out the general theme 
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088 of elegance. 
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NEW YORK CITY BOARD OF HEALTH APPROVED M. B. ADRIAN 


AND SONS COMPANY “SPECIAL MODEL” 


MACHINE. 


SHOE FITTING 


The New York City Board of Health has just completed an in- 
vestigation with respect to X-Ray Shoe fitting machines. Findings 
of experts were submitted to the Board of Health by M. B. Adrian 
and Sons and after investigation, the Board of Health approved the 
“Special Model’ manufactured by M. B. Adrian and Sons com- 
pany. The Board of Health accepted the opinion of roentgenolo- 
gists that the machines manufactured by M. B. Adrign and Sons 
Company were safe. The Board announced that-3ts approval of 
the Adrian machine is not to be construed as a blanket approval 


for all shoe fitting machines. 


The action of the Board of Health has been received with ap- 


proval by department stores and other shoe retailers who have 


made and are making effective use of the Adrian machine in 
New York City and throughout the United States. 





2507 South Howell Ave. 


no 7, Wis. 














Reopens Store After 
Discharge from Army 


Eureka, Kans.—The Griggs Shoe 
Store was opened recently by Mr. and 
Mrs. Kenneth Griggs who previously 
operated a store here from 1937 until 
1942 when Mr. Griggs entered the 
Armed Forces. Discharged last Spring 
with the rank of Captain, he reopened 
the store in a newly renovated building 
at 310 N. Main Street. 


The store features a complete line of 
men’s, ladies’ and children’s footwear. 
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Install New Lighting System 


RoME, GA.—Butler’s Shoe Store, lo- 
cated on Broad Street, has installed a 
new lighting system providing an aver- 
age of 50 footcandles. Because of the 
high ceiling it was possible to mount 
the bare-tube fixtures somewhat high 
and out of the customary line of vision. 
Thus, there is no unpleasant glare to 
harass the shopper. The fluorescent 
units are mounted cross-wise to comple- 
ment the width of the shop. 

A new lighting system has also been 
installed in the Macon, Ga., store. 


Shoe and Leather Men 
Active in USO Drive 


New York—Appointment of chair- 
man of Boots and Shoes Section, and 
Leather and Hides Section, for the cur- 
rent New York USO Campaign, was 
announced recently at campaign head- 
quarters, 57 William Street. 

Ward Melville of Melville Shoe Cor- 
poration has been named chairman of 
the Boots and Shoes Section, and John 
C. Andresen, chairman of Leather and 
Hides. 

USO campaign committeemen ap- 
pointed in the Leather and Hide Section 
include Martin Berkson, Berkson’s 
Leather Company; Robert Binger, Al- 
lied Kid Company; Simon Chilewich, 
Chilewich Sons & Company; Sigmund 
Farkish, S. Farkish, Inc.; Samuel 
Kline, Kline & Company, and Al Terry, 
Fleming-Joffe, Ltd. 

The New York goai is $2,750,000 of 
the total national campaign goal of 
$19,000,000, the amount needed to con- 
tinue USO to the end of 1947, at which 
time it is scheduled to disband. 





Eastern Chain Signs 
Lease in Chicago 


CuIcaco—The store at 9032 Commer- 
cial Avenue in the heart of the South 
Chicago district has been leased for a 
period of years at a minimum guaran- 
teed term rental of $63,000 plus a per- 
centage to the John Irving Shoe Corp. 

The organization recently purchased 
43 stores of the Mathes Shoe Co. in St. 
Louis who have been operating a chain 
of stores in this territory under the 
name of Reel’s. This is the first lease 
to be made by the John Irving Shoe 
Corp. in this territory since the pur- 
chase of the Mathes chain. 

The tenant plans to move from their 
present location in South Chicago im- 
mediately, but will not remodel until 
later when CPA restrictions are lifted. 
Additional units are planned as loca- 
tions become available. 

Landau & Perlman represented the 
lessor and Irving Chlavin of Lester 
Simon & Co., the lessee. 





Dr. Scholl Opens Baltimore 


Branch Outlet 


BALTIMORE, Mp.—In line with the 
present post-war expansion trend, Dr. 
Scholl’s has opened a new branch Foot 
Comfort Shop at 104 N. Charles St., the 
first in the Baltimore area. 

V. A. Flostrom, with the firm’s Chi- 
cago branch three and a half years, is 
in charge here. Formerly he was asso- 
ciated with Kaufman, Inc., in Cham- 
paign, Ill. 

Plans call for four floors to service 
customers. The shop includes a chiropo- 
dist and the various Dr. Scholl appli- 
ances for weak arches and weak feet. 
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Return of Elegance 
[CONTINUED FROM PAGE 69] 


voring bouffant skirts. But back full- 
ness also made it claim with many 
bustles, some with Polonaise drapes, 
and a few fishtail jackets. Two of the 
smartest attendants at these functions 
wore fishtail dinner suits, one black vel- 
vet with an ermine scarf, the other 
black satin with jet-trimmed beige col- 
lar and cuffs. One young lady at the 
horse show had a pannier skirt, another 
a gown which was tubular to the knees 
and then flared suddenly, and a very 
few staunch individualists wore mid-calf 
harem drapes, ballet and ankle-length 
gowns. Narrow skirts were usually 
slit high and dresses were very décolle- 
tage, often strapless or covering only 
one shoulder. Bateau necklines bared 
the shoulders of several long-sleeved 
dresses. 

There was a very small showing of 
long white gloves, although a few wo- 
men had them dyed to match the gown. 
A pair of white kid shorties sported 
blue plastic flowers on the cuffs. Bags 
were most often a flash of beading, gold 
or silver kid or mesh, or perhaps 
brocade. 

And so, from toe to head, we come at 
last to the lovely coiffures, sparkling 
here and there with sequins or tiaras of 
Precious jewels. Débutantes had long 


December |, 1946 





I HE 


ADLER 


JONES 


OMPARH 


SOUTH WABASH AVENUE © CHICAGO 5, ILLINOIS 





page-boy bobs, their older sisters up- 
swept haircombs with a few sideswept 
and Grecian styles), and many a mother 
a soft feather cut. 

We have covered the fashion picture 
from toe to head, but whichever way 
you look at it, it seems to increase in 
beauty as you go along. The era of the 
dim-out has passed, and with it the 
modest day-into-evening dress escorted 
by the business suit. Now, once again, 
nightfall means top hat and white tie, 
and the luxury of dressing up in the 
most fabulous evening fashions in many 
a moon. 





Nebraska Store Sells 
Shoes by Mail 


LINCOLN, NEB.—Wells & Frost Co., 
which has a large rural trade, has de- 
veloped a system for selling shoes by 
mail that is giving satisfaction, accord- 
ing to Loren Mills, merchandising 
manager. 

The mail order shoe selling aid is a 
13% x 6 in. sheet of paper containing a 
diagram for measuring shoe sizes. Cus- 
tomers place their heel in the indicated 
position and measure anywhere from 
size 3 to 15, with half sizes also indi- 
cated. Space is provided for name and 
post office address. 

Printed instructions are given on the 
sheet, directing the customer to deter- 
mine size as accurately as possible, first 


by copying all figures from the lining of 
his best-fitting old shoes, and, second, 
by making a tracing of the stocking 
foot on the accompanying chart. 
desired, as well. 


World’s Greatest Shoe 
Department Opened 





[CONTINUED FROM PAGE 41] 


which blend into one another, green, 
blue, violet, rose and beige, with seats 
and carpets in similar or harmonizing 
shades. The general effect and treat- 
ment is modern; overhead lights are 
flush with the ceiling, so there are no 
projecting fixtures. Mirrored posts 
give an illusion of even greater spa- 
ciousness. 

The concentration of women’s and 
misses’ shoes—men’s and children’s 
footwear is on the second and fourth 
floors—on one floor offers many advan- 
tages. Consumer convenience and in- 
centive sales are the two chief ones. In 
addition, stock work is much easier. The 
concealed stockrooms are connected to 
form the outer periphery of the salon 
with each section having its own stock 
easily accessible. Merchandise is re- 
ceived as well as marked on the floor. 
The over-all arrangement gives the 
company the space and the physical set 
up to promote quality footwear in the 
middle and higher price brackets. 
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Chicago—An over-all view of Marshall Field & Company's new shoe section on 
the second floor of the store for men reveals its unique idea for merchandising 
shoes. Each kind of shoe in stock is displayed in open cases inset into the walls. 
Floodlighted dramatically against light backgrounds, each shoe is easily accessible 
to the customer who can browse through and readily select one for his particular 
taste. Blonde oak panelling constitutes the background, and harmonizes with green 
foam carpeting. As soon as available, modern lighting fixtures and furniture will 


be added to the section. 
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$7.60 


No. 4101—All over black kid D’Orsay 


Smooth kid leather uppers. 
Hard leather soles. 

Sizes 4 to 9, M Widths. 

Wire for Immediate Delivery. 


Terms: 

Net 10 days 
F.O.B. New York 
Minimum order 18 Prs. 


See Us at Your Regional Show 





Announces Shoe 


Merchandising Plan 


NEw YorK—The development of a 
unique shoe merchandising plan, born 
during the war years, has been an- 
nounced by Murray D. Strauss, of 
Conar Associates, here. The plan pro- 
vides a merchandising and style service 
to 522 stores and specialty shops 
throughout the country. 

Begun when merchandise was even 
harder to get than it is today, the 
scheme employed by Mr. Strauss is a 
help to the independent storekeeper 
who has someone to buy and merchan- 
dise his goods without added cost, and 
to the manufacturer who benefits by 
getting distribution into towns his 
salesmen normally wouldn’t reach. The 
idea is original, Mr. Strauss believes, 
in that the expense is borne by the man- 
ufacturer who pays the buying as- 
sociation. In effect, the manufacturer 
is operating his own wholesale house, 
Mr. Strauss pointed out. 

Thus, the retailer in the smaller 
town, who can’t come into New York 
on buying trips, keeps up-to-date in 
style, quality and value. Every week 
to 10 days he furnishes Mr. Strauss 
with information as to the state of his 
stocks and the extent of his needs. Mr. 
Strauss then follows through with the 
shoes. 
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SLIPPER!! 


Woman’s Felt Platform Slipper 


NO. 4500 
















$y -i7l. 
PRICE I . 





In-stock now and ready for immediate shipment—a felt 
platform slipper that has proved to be the backbone of 


the retail slipper business. 


IMMEDIATE DELIVERY 


Best Grade Solid Colored Felt © Hard Counter * Soft Padded 
Sole * Cushioned Platform—for Comfort * Colors: Blue with 
wine collar and platform * Wine with blue collar and platform * 
Sizes: 3 to 9 © Packed 36 pairs of a color to a case * Net 30 days, 


F.O.B. Clifton, N. J. 


L. & G. SHOE AND SLIPPER CO. 


LEADING INSTITUTION FOR POPULAR PRICED FOOTWEAR 


CLIFTON * 


NEW JERSEY 





Open New Outlet in Cleveland 


CLEVELAND, OHIO—As part of a 
$5,000,000 expansion program by Edi- 
son Brothers Stores, Inc., of St. Louis, 
a new Cole Shoe Store unit has opened 
in Cleveland. 

The new store has 30 per cent more 
space than the former unit and will 
increase its selling staff by approxi- 
mately 20 per cent. It specializes ex- 
clusively in women’s shoes. 

Manager of the new outlet is Mickey 
Cohen, in the shoe business for the 
past 20 years. The store is located 
at 508 Euclid Avenue. 
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Enlarge Shoe Department 


HAMMOND, IND.—The shoe salon of 
the J. C. Penney Co.’s Hammond store 
at 5134 Hohman, has been enlarged and 
completely modernized. The salon now 
offers for the conveniences of the shop- 
pers comfortable leather-upholstered 
and chrome-finished chairs, fluorescent- 
lighted shadow-box displays and a 
handy house-slipper bar. I. A. Swenson, 
store manager, states that the rede- 
signed department offers greatly-in- 
creased shoppirfg space. 


Baltimore Shoe Club 


Discusses Price Question 

BALTIMORE, Mp.—The difficulties and 
uncertainties of the present period, with 
shoe prices changing daily and customer 
resistance to price increases growing, 
were discussed at a spirited dinner- 
meeting of the Baltimore Shoe Club, 
held at the Park Plaza on Wednesday 
evening, November 20. Approximately 
75 shoe men were in attendance. E. 
Bronson of the May Company, president 
of the organization, acted as chairman. 

Speakers included Milton Halle, of 
Muskin Shoe Company; Arthur Hahn, 
sales manager of Hahn Shoe Stores; 
and Miss Anne R. David, assistant 
editor of Boor AND SHOE RECORDER. Mr, 
Halle observed that there are signs here 
and there of a decline in leather prices, 
and emphasized that there is only 
enough leather available to American 
shoe manufacturers to make possible an 
annual production of 425,000,000 pairs 
of shoes. High production in previous 
years which topped that figure con- 
tained a large proportion of non-leather 
shoes; these customers are refusing at 
present, so that fears of a run-away in- 
flation in shoes may not have a solid 
foundation. 

Mr. Hahn stressed the necessity for 
caution in this difficult period, and Miss 
David outlined the trend toward cus- 
tomer resistance to high prices, and cus- 
tomer selectivity in styles. 

An open forum discussion followed 
the speeches, in which retailers, whole- 
salers and manufacturers took part. 


New Shoe Salon in 
Southwest Fashion Center 


Tucson, ARIZ.—F redlee’s Shoe Salon, 
a handsomely decorated new outlet, 


, opened recently at Tucson’s exclusive 


Country Club Plaza, an unusual fashion 
shopping center in the best residential 
area of the city. 

Operated by two partners, Lee J. 
Lacher and Fred Sieber, Fredlee’s 
carries women’s and children’s shoes. 
Mr. Lacher previously operated Lee’s 
Bootery in Los Gatos, Cal. 

The new store is distinguished by its 
unusual interior decoration. A marble- 
ized blue and buff wallpaper contrasts 
interestingly with thick-napped, wall- 
to-wall, rust carpeting. Two mirror- 
backed shadow boxes for display break 
the back wall; while the front is almost 
entirely taken up by the display win- 
dow which fronts on the landscaped 
plaza. 

Play shoes and casuals, in line with 
the informal manner of living and at- 
tire in the Southwest, will be featured. 
In addition, better lines of dress shoes 
in the higher price brackets will also be 
handled. 

The nature of the shopping center 
where Fredlee’s is located, merits men- 
tion. A center for fine fashions, the 
Country Club Plaza consists of 10 retail 
stores built around a central, land- 
scaped patio, with abundant parking 
space. 
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“3033 RETAILING IDEAS” 
New, Enlarged Edition 


MORE QUICK HELP FOR SHOE RETAILERS 
from the only book of its kind; an encyclopedia of 
practicable, workable ideas for the experienced mer- 
chant. Not a theory in this book—all tried and true... 
NOT just another shoe book, but offers the shoe mer- 
chant in addition to the 138 specific shoe promotions, 
the best ideas from almost the entire retailing field 
for instant adaptation to his particular requirements. 


“3033 RETAILING IDEAS” 


s enables you to get into action from the hour 
| it reaches your hands. Concise, all “‘meat,” it 
; 033 is ten books boiled down into one—a time-saver 
wa) 3 NG for the busy merchant, a reminder of important 
~ rail! details ; the most economical promotion you can 
m A$ buy. Some of the 40 CHAPTERS— 
{DEP Ideas for Shoe Selling, Display, Stock-keeping 
} | Advertising Ideas 
' = Prize, Discount and Gift Ideas 
oe Unusual and Miscellaneous Ideas 
“ee Management and Economy Ideas 
aa Merchandising Ideas 
Employer-Employee Ideas 
Ideas That Make Stores More Attractive 
a Ideas That Attracted Christmas Crowds 
~— Ideas for Merchants Who Get Together 
. Ideas to Attract Children 
— Credit and —— Ideas 
versary Sale Ideas 
py nay Spring ~ yo Ideas 
ages oting ntest eas 
Mailing List Ideas 
50 Dollar Day Ideas 
. Mother’s Day Ideas 
post Hosiery Ideas 
PAIS Foreword by PAUL H. NYSTROM 


Pisase remit Professor of Marketing, School of Business 
with order Columbia University 
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100 East 42nd St., Dept. 3033, New York 17, N. Y. 
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Xmas Show Cards 


ready NOW; 6 different texts on art 
design shown below. Texts sent on 
request to select from. 


Size 8” x 14”—Red, green and gold illustration—text 
in black. 


PRICE TICKETS 
of harmonizing de- 
sign—red, and gold 
border on white 
board size 1,” x 
24%,”—109 denomina- 
tions in stock — No. 
X-9. 

12 Doz.—$3.00 

With Store Name 

Imprinted 

144 tickets—$5.25 

288 tickets—§9.25 
Cheek with erder plese, 
unless C.0.D. preferred. 


DISPLAY CARDS 


Every other month, 
12 informative and 
forceful selling mes- 
sages on appropriately 
designed cards. 























Detailed Information on Bi-monthly Service at Your Request 
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MASRA Directors Make Final 
Plans for January Show 

PHILADELPHIA, Pa.— Directors and 
members of the show management com- 
mittee of the Middle Atlantic Shoe Re- 
tailers Association will meet Dec. 2 at 
the Benjamin Franklin Hotel to make 
final arrangements for the group’s an- 
nual convention, Jan. 19-21, according 
to an announcement from Franklin E. 
Zusi, association president. 

Anticipating a record crowd at the 
convention, Mr. Zusi has advised visi- 
tors to request their own hotel reserva- 
tions at once if they haven’t already 
done so. The Benjamin Franklin, scene 
of the convention, is already filled to 
capacity, Mr. Zusi said. 


Retailer Issues Brochure 


STOCKTON, CaAL.—Jack Devlin, man- 
aging director of the six Devlin Shoe 
Dens in California, has prepared a very 
attractive brochure which has been 


New Haven, Conn.—The dispiay window of Edward Caso's Temple Street shoe £iven wide distribution. Each page of 
salon, promoted the motif “Like Floating on Air” by using miniature parachutes, the brochure contains photographs of 
carrying colored ballet slippers, descending against a sky-blue backdrop. The slip- one of the stores and a paragraph de- 
per, the Capezio, is being promoted throughout this area by Mr. Caso. His inter- voted to the city in which it is located. 


esting store windows, clever ads, and promotion by clerks who wear the slipper 
end talk up its advantages to all customers has played a big part in building its 


A Devlin Shoe Den is located in Sac- 


popslarity to a point where it now enjoys outdoor as well as indoor wear, in the ‘amento, Fresno, San Jose, Modesto 


clty. 
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STADIUM BOOTS 
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ORIGINAL 
“Trade Mark Reg. U. S. Patent Office 
Exotically Beautiful 


LEOPARD 





Leopard Skin Motif 
Water Repellent Velvet Uppers 
Rich Shearling Collars 
Genuine Alpaca Linings 
Non-Skid Rubber Soles 
Feit-Insulated Platforms 
Secure Lockstitch Construction 
40° Below Protection 
Ladies’ Sizes 5-9 
CO-STARRING 

* SUN VALLEY BOOTS * 
Same Exclusive Features except 
Cute Trimmed Lace Fastenings 
No. T 412 Leopard, Alpaca Lined $6.25 
MARATHON SPORTING SHOE CO., INC. 

116 Duane St., New York 7, N. Y. 











MEN'S “HUNTPACS” 





BEAT THIS 
VALUE 


* Oiled Tan Leather Tops 
* Rubber Bottom 

* Sewn-in Tongue 

© Hooks and Eyes 

© Rawhide Laces 
*Cleated Soles & Heels 
* Extra Felt Insoles 

© Newest 12° Pattern 


Size Scale: 3/6 1/7 4/8 1/9 8/10 &/11 2/12 








MARATHON SPORTING SHOE CO., INC. 
116 Ovane St., New Yerk 7, MN. Y. 








Buy Savings Bonds 











Obituaries 


George M. Rand 


BROCKTON, Mass.—George M. Rand, 
widely known in the shoe industry as 
an advertising consultant, died Novem- 
ber 11 of a heart attack. He had been 
associated with the industry for more 
than 30 years and was a familiar figure 
at shoe conventions about the country. 

A native of Amesbury, Mass., he was 
first employed in the printing field, af- 
filiated for a period with a firm special- 
izing in shoe catalogues. Later Mr. 
Rand went into business for himself, 
specializing in shoe trade advertising, 
and via this medium became well known 
in the Naw England area. He had lived 
in Brockton for many years. 

Mr. Rand was an active member of 
the Old Colony Advertising Club and 
took great interest in bowling. He was 
a member of the First Church of Christ 
Scientist, a member of Power River 
Lodge, and A.F. & A.M. of Amesbury. 

His widow, Mary L. Rand, and a sis- 
ter, Adelaide R. Allen, survive. 


Leo A. Carlock 


DALLAS, Tex.—Leo A. Carlock, im- 
mediate past president of the South- 
western Shoe Travelers Association, 
died suddenly November 13 while re- 
ceiving friends in his display room at 
the Baker Hotel during the associa- 
tion’s Spring Style Show. He was 45 
years of age. 

Mr. Carlock was a sales representa- 
tive for the Fortune line of Richland- 
Davidson Shoe Company, a division of 
General Shoe Corp., and had traveled 
the Texas-Oklahoma area since 1935. 
Recently his territory was confined to 
southern Texas. 

Burial was at Bigsandy, Tex., where 
he resided. Survivors are his widow; 
his father, J. B. Carlock; and two 
brothers, Aubrey L. and Welby Car- 
lock, both of Bigsandy. 


Henry-Enrique Edelstein 


MIAMI, Fia.— Henry-Enrique Edel- 
stein, 64, owner of the Little River 
Shoe Store, Miami, died at his home 
recently after a short illness. He came 
to Miami nine years ago from Havana, 
Cuba, where he founded and served as 
first president of Centro Israelita. He 
has been given honorable mention in 
“Who’s Who of American Jewry” for 
“outstanding service to Jewry and 
humanity”. Surviving are his widow, 
Mrs. Nettie Edelstein, a son and a 
daughter. 


New Hampshire Store 


Announces Move 
Dover, N. H.—Victor’s Shoe Store 
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“GLAMORIZERS” 


by ACE BOWS 


Me. 14 


Biack or Brown Suede; Black, Town Brown, 
Army Russet Calf; Black Plastic. Attractive 
oa metallic ornament in the center. 


$7.20 per doses. Terms: 2% 10 days 


ron ee BOWS, INC. 
Brooklyn 32, N. Y. 
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CHILDREN'S BOOTEES 





ZIPPER Booties 
All Leather Sole and Upper 
$2.15 

Net 10 days 


F.0.8. N.Y. 
Min.: 36 prs. 


Neo. 32 
Blue, Red, Browe 
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Selburn Shoe Co. 


153 Duane St. New York 13, N. Y. 
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Southwest Reports 
Depleted Stocks 


Las Vecas, Nev.—A cross-sectional 
check of the boot and shoe retailers in 
Southern Nevada and Northwestern 
Arizona indicates a spotty but marked 
improvement in stocks of cowboy boots, 
but little change in men’s shoe stocks 
and only slight improvement in ladies’ 
shoes. 

There fs slight slackening off of de- 
mand for high priced, fancy-topped 
cowboy boots and a corresponding in- 


has announced plans to move from its creased demand for plainer topped 


present location on Central avenue, in 
Franklin square, to other quarters on 
Central Avenue. 


boots in the $17.00 to $25.00: price 
range. But demand for higher priced 
boots still exceeds supply. 


Boot and Shoe Recorder 











foot: leasure 


SHOE COMPANY 
ST. LOUIS, MISSOURI 


Footballs and Footwear Figure in Window 


Danielson, Conn.—Prior to and during the football season, citizens of this com- 
munity were kept posted on personnel and schedule of the local high school foot- 
ball team by the window promotion of the Lord Shoe Store. Edward Rose, pro- 
prietor, conceived the idea which, incidentally, sold shoes as well as it promul- 
gated community spirit. 





Plan New Store National Travelers Reelect 
DatLas, TEXAS—The Austin Shoe Officers at 36th Convention 


Stores are remodeling a building at 215 Cuicaco—The National Shoe Travel- 
West Jefferson in which they hope to ers re-elected the same slate of officers 
open a new store within 30 days. for 1947 during their 36th annual con- 
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Style for the pigtail set, in a loafer with an exciting half-inch 
platform, beautifully done. Correct lasting, superior fit and finer 
construction give more wear, comfort and smartness. Cinnamon 
brown or white leather, or black patent leather. Sizes 12% to 4. 


vention held at Hotel Morrison prior to 
the opening of the National Shoe Fair. 
Officers are: Harold S. Marple, presi- 
dent; Harry J. Evans, vice-president; 
and Norman N. Souther, secretary- 
treasurer. 


The two-day convention was attended 
by large representations of delegates 
from member associations. Thirty of 34 
Chicago delegates were present, as were 
many West Coast representatives. Over 
the past year over-all membership has 
increased almost 45 per cent. The lov- 
ing cup, given for the greatest per- 
centage of increase in membership for 
the past year, was awarded to the Cen- 
tral States Shoe Travelers Association, 
with headquarters in Kansas City, Mo. 


Members reaffirmed their decision to 
form a coalition with various sales- 
men’s organizations (other than shoe 
men), with the goal that a public rela- 
tions department could be established in 
time to represent all salesmen and pro- 
mote more satisfactory regulations and 
conditions relative to the salesman’s 
line of endeavor. Members also went 
on record as opposing any lowering of 
the rate of commission paid to shoe 
salesmen, also opposing the principal of 
a straight salary arrangement. They 
affirmed that they consider the com- 
pensation arrangements of the past 
more in keeping with the free economic 
structure which is promoted in this 
country. 
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Huarache Oxford 


DER NOW—30-DAY DELIVERY 
A@ REAL SHOE WITH HUARACHE COMFORT 


Individually Boxed 
24 pairs per case 


#101 Men's 2-Tone 





Brownsville 
Net 10 days 


FIRST COME 
FIRST SERVED 


RIO GRANDE 
IMPORTING CO. 








BROWNSVILLE, TEXAS 
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CHILDREN'S SLIPPERS 
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AN OUTSTANDING BUY 


Genuine 
Electrified Shearling 


BUNNIES 





No. 511. Natural Color. Full Shearling 
Intersoles, Acrolite Soles, Red Binding. 


IN STOCK 


Full Sizes, 5 to 2 
36 Pairs — Minimum Order. 


HARPER & KIRSCHTEN 


SHOE CO. 


323 W. MONROE ST. 
CHICAGO 6, ILL. 
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August Production Up 24.4 Per Cent 





PRODUCTION OF SHOES AND SLIPPERS 
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WASHINGTON, D. C.—A total of 46,- 
036,000 pairs of shoes and slippers 
were produced in August, 1946, accord- 
ing to the Bureau of the Census, De- 
partment of Commerce. The figure 
represents a 24.4 per cent increase over 
July production of 37,021,000 pairs, 
which was a monthly low for the year 
to date. August production was about 
equal to the average for the six-month 
period, January through June, when the 
industry produced a total of 276,765,- 
000 pairs valued at $755,684,000. 

All classes of shoes and slippers 
showed increased production in August. 
The biggest gain was in production of 
women’s footwear which totaled 24,867,- 
000 pairs for August as compared with 
18,884,000 pairs during July, an increase 
of 31.7 per cent. Misses’ footwear pro- 
duction was 2,515,000 pairs, compared 
with 1,992,000 pairs, an increase of 26.3 
per cent. Children’s shoe production 
was 2,576,000 for August, compared 
with 2,215,000 pairs for July, a gain of 
16.3 per cent. Taken together the three 


groups represent a 15 per cent gain 
over August, 1945. 

Men’s footwear showed an August 
gain of 15.4 per cent with a total of 
10,782,000 pairs produced in August 
as compared with 9,342,000 in July. 
In the youths’ and boys’ category, Au- 
gust saw the production of 1,888,000 
pairs compared with July’s 1,659,000, a 
gain of 13.8 per cent. Combined, the 
two groups show a gain of 56.2 per cent 
over August of last year. 

A total of 2,064,000 pairs of infants’ 
shoes were produced in August, com- 
pared with 1,843,000 pairs in July, a 
gain of 12 per cent. Production of 
babies’ footwear was 1,173,000, com- 
pared with 947,000 the preceding 
month, a gain of 23.9 per cent. To- 
gether the two groups show neither 
gain nor loss from August, 1945. 

Footwear, of both military and non- 
military types, produced for the gov- 
ernment during August totaled 171,000 
pairs, a gain of 23 per cent over the 
139,000 pairs produced during July. 





Walk-Over Opens 
New Store in Illinois 


ELGIN, Itt.—Planned for a formal 
opening at the end of this year is a new 
unit of Walk-Over shoe shop here. For 
the past 20 years the firm has had a 
shop at 52 Grove St. The new location 
will be at 156 E. Chicago Street. A 
long narrow space, measuring about 21 
ft. across and 85 ft. deep, the store will 
carry both men’s and women’s footwear 
as well as women’s accessories and 
men’s hosiery. 

Completely modern in aspect, the en- 
tire front will be of glass enabling the 
passing public to see the complete inte- 
rior from the street. Recessed windows 
at the front, allow for greater display 
space, and two walls of opaque ribbed 
glass at either side of the front en- 
trance will be lit from behind. A metal 
canopy over the entire front of the 
store is so set that no direct rays of the 
sun can reach the merchandise shown 
in the windows. Above this canopy the 
name “Walk-Over” in large block let- 


ters set in relief against the building 
will be lit with white neon lighting. 

Within the shop a recessed trough in 
the ceiling is fluorescent lit and follows 
the length of the shop, leading directly 
to the men’s department which is set at 
the back. Upon entering there is a 
lobby and accessory display case. 

The new store is under the supervi- 
sion of Carl Fliesbach, manager of the 
Chicago division of the Walk-Over 
Company. 


Lease Space for New Unit 


In St. Louis 


St. Louis—Jack Schneider, president 
of Diana Shoe Stores Co., has advised 
that the company has recently conclud- 
ed a lease for another shoe store at 
3942 West Florrisant Ave., here. The 
site is now occupied by a Thom McAn 
shoe store. Locations for several more 
units are being considered in St. Louis 
and surrounding territory, Mr. Schnei- 
der said. 
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Dates to Remember 


Shoe Show, Michigan Shoe Travelers 
Club, Statler Hotel, Detroit, Mich. 
December 2, 3, 
Warm Weather Opening, Guild of Bet- 
ter Shoe Manufacturers, Members’ 
Show Rooms, New York, N. Y. 
Week of January 6, 
33rd Annual Convention, Middle Atlan- 
tic Shoe Retailers Association, Ben- 
jamin Franklin Hotel, Philadelphia, 
Pa. January 19, 20, 21, 
Shoe Show, Ak-sar-ben Mac, Inc., Corn- 
husker Hotel, Lincoln, Nebr. 
January 25, 26, 27, 28, 
Shoe Show, Tri-State Shoe Travelers, 
Hotel Statler, Buffalo, N. Y. 
January 26, 27, 
Shoe Show, Associated Shoe Travelers, 
Hotel Wi in, Milwaukee, Wiscon- 
sin. February 9, 10, II, 
Spring Showing, Pennsylvania Shoe Trav- 
elers Association, William Penn Hotel, 
Pittsburgh, Pa. 
February 15, 16, 17, 18, 
Southern International Shoe Exposition, 
Hotels Hillsboro, Tampa Terrace and 
Floridian, Tampa, Fla. 
February 23, 24, 25, 26, 
Leather Show, Tanners Council of Amer- 
ica, Hotel Commodore, New York, 
N. Y. March !1, 12, 
National Shoe Fair, Hotels New Yorker, 
McAlpin, Commodore, Biltmore, New 
York, N. Y April 27 to May |, 








Midwestern Travelérs Complete 
Successful Spring Show 


OMAHA, NEB.—Arthur M. Sullivan of 
Omaha has been elected president of 


the Midwestern Shoe Travelers Asso- | 


ciation succeeding Ralph M. Lawrenson 
of Lincoln, Neb. 


The election was a feature of the | 


assovjation’s three-day showing of 
Spring styles which closed at the Pax- 
ton Hotel here November 15. M. G. 
Hayward, also of Omaha, was elected 
vice-president Jack Clark, veteran 
Lincoln, Neb., salesman, again was re- 
elected secretary-treasurer. 

The market week was one of the 


assoviation’s most successful, Mr. Clark 
said. The showing was held in mid- 


week because hotel reservations other- 


wise would not have been available un- | 


til December when most shoe firm rep- 
resentatives would have exhausted their 
quotas. 

More than 200 persons attended the 
association banquet at the hotel the 
opening night. Mr. Clark was toast- 
master and, in a talk, reviewed shoe 
conditions and took a look at the future 
of the trade. 

Buyer-merchants from six states de- 
scended on the Spring showing in num- 
bers which exceeded expectations. They 
saw lines exhibited on four floors of 
the hotel. The market week drew mer- 
chants from Nebraska, Western Iowa, 
South Dakota, Colorado, Kansas and 
Wyoming. 

: Buyers showed no indication of back- 
ing away from higher prices because, 
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Black Gabardine and Patent 

Eaeeen Gabardine and Brown Kid 
and Closed Quarter. 
Ls SIZES: 

S width 542 to 9 

M width 3!2 to 9 


BER DELIVERY 


Clark said, all during the war 
years, shoes were subject to increases 


Mr. 


before shipment. Exhibitors did feel, 
however, that too much publicity has 
been given price increases on all mer- 
chandise. 

Sellers and buyers alike reported 
women’s open heel and open toe styles 
are definitely on the wane. No other 
apparent change in the style trend for 
women’s, men’s and children’s footwear 
was noted though regular lines had ex- 
tra pairs and quotas are still inadequate 
for demand. Principally sought by buy- 
ers were advertised lines and standard 
merchandise. 














The next market week of the Mid- 
western Shoe Travelers Association 
will be at the Paxton Hotel here about 
the second week in May, 1947. 


Formal Opening 
Marks Remodeling 


PUNXSUTAWNEY, PAa.—Harl’s Shoe 
Store on East Mahoning Street here 
recently held a formal opening after a 
$12,000 remodeling program. Frank 
Harl, owner, estimated over 1000 people 
visited the store which has been reno- 
vated with a new front, fixtures and 
furnishings. 
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IN STOCK - IN CHICAGO 
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for Immediate Delivery 


Casuals + Sport Shoes - Slippers 


WILLIAM COHAN 
OMPANY 


¢ 


UTH WELLS 


STREET, CHICAGO 6, ILLINOIS 
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WOMEN’S ELECTRIFIED SHEARLING 


Soft Padded Leather Soles 
Spring Heel—Warm Lining 











AS No. 0359 
Colors: BLUE, RED, WINE, WHITE 
Packed 36 pairs of a color to a case 
IMMEDIATE DELIVERY 
Net 30 days, F.O.B. Clifton, N. J. 


L. & G. SHOE AND SLIPPER CO. 


Clifton, New Jersey 
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George R. Deuel, shoe merchant in 
Mason, Mich., for the past 40 years, 
has announced the sale of his store to 
Clark Horn, of Pontiac, Mich. Mr. 
Deuel was originally a clerk in the 
store, assuming control after the death 
of the owner. 

* 

Loren Mills, merchandising man- 
ager for Wells & Frost Co., shoe store, 
Lincoln, Neb., was awarded special 
honors for his work as a leader in the 
recent successful Lincoln community 
chest campaign for subscriptions. 

* * + 


* * 


Sam Goldstein, New York repre- 
sentative of the Richland Davidson 
Shoe Co., a division of General Shoe 
Corporation, is displaying his line of 
Fortune Shoes at the offices of Gerda 
Footwear, 158 Duane Street. 

. * * 

Samuel M. Shrager has been made 

manager of the new store opened by 





SAMUEL M. SHRAGER 


Karl’s Shoe Stores, Inc., at 130 W. Fire- 
stone Blvd., Downey, Calif. Mr. Shrager 
has just returned from service. 

* . . 

Lynn Lewis, manager of the women’s 
shoe salon at Ben Simon & Sons, Lin- 
coln, Neb., was honored recently at St. 
Louis where he was guest of honor at a 
banquet given by the Wohl Shoe Co. 
upon the occasion of his having won 
first place in a sales contest during Na- 
tional Shoe Week. Mr. Lewis had the 
highest percentage of increase over 
quota among the more than 100 depart- 
ments operated by Wohl over the coun- 
try. 

” * * 

H. S. Baker, owner of the Baker Shoe 
Store, Evanston, Wyo., will leave soon 
for Ontario, Ore., where he has pur- 
chased a shoe store which he will man- 


age in that location. 


* * * 


S. H. Dressner, who bought Hyatt’s 
Shoe Store in El Monte, Calif., has 
changed the name to Harley’s X-Ray 





Shoe Store. He has taken in as a part- 
ner his son-in-law, Seymour Holtzman. 
who has just returned from four years’ 
service in the Army Air Corps. 

~ * ~ 

Kurt Meer, owner and designer of 
Kurt’s Custom Shoes, Los Angeles, has 
started manufacturing for the trade. 
His specialty is high-heeled French 
wedgies in all colors and leathers. He 
is located at 3869 West 6th Street. 

« * * 

Si Comar has opened an exclusive 
children’s shoe store at 8419 South Ver- 
mont Avenue, Los Angeles. Mr. Comar 
was with Berland Shoe Stores in Los 
Angeles and Omaha, Nebraska, before 
entering business for himself. 

7 * . 

Hal R. Donell, who operates the 
Health Spot Shoe Shop at 1023 6th 
Avenue, San Diego, Calif., has opened a 
branch store at 2857 University Ave- 
nue, San Diego, under the managership 
of Carl O. Edmunds. 


* x * 


Milton Radetsky has opened a new 
family shoe store under the name of 
McCoy Shoes at 6143 Atlantic Avenue, 
Maywood, Calif. Mr. Radetsky has been 
with Karl’s Shoe Stores, Inc., for the 
past twenty years. He will carry na- 
tionally advertised brands. 

. . > 

Mr. and Mrs. Carl Baertch recently 
purchased the stock and equipment of 
the Lynn Shoe Shop, Holton, Kans. The 
shop was formerly owned and operated 
by the late J. H. Lynn. Miss Rose 
Pitsche will be retained as a clerk. 

* « 7 

Taylor M. Greene, well known shoe 
company executive of Seattle, Wash., 
triumphed over his Democratic oppo- 
nent at the Seattle polls in November, 
to be elected County Commissioner. Mr. 
Greene, vice-president and treasurer of 
the Currin-Greene Shoe Mfg. Co. of 
Seattle for thirty years, served for 
more than 3 years on the War Produc- 


tion Board. 


Calvin Lee has recently acquired 
half-interest in Alan’s, Inc., located in 
Al Levy’s, Montgomery, Ala. Alan’s, 
Inc., features nationally advertised 
lines of ladies’ quality shoes. Mr. Lee 
has been a resident of Montgomery for 
the past twenty years having managed 
various high grade shoe departments in 
the city. He has been associated with 
Alan’s for the past five years in the ca- 
pacity of buyer and merchandise man- 
ager. 

* 

P. M. “Pete” Connor, who for the 
past forty years has traveled in the 
greater Cincinnati territory for the 
United Shoe Machinery Corporation 
and associated industries, is now repre- 
senting the J. Harold Finen Leather Co. 


* * 
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340 Brown, Red, Blue, White 3/7 
$.40 


Lea. Upper, Chrome Lea. sole, 
Sheepskin and Alpaca lined. 
Laced - to - stay - on - foot. 









Child's Felt Moccasin 9/2 
$.95 


Chrome soft sole. 26 oz. 
Felt. 
359 Wine. 


24 oz. Inft. 


Quality Felt, Chrome Soft sole. 
300 Red 302 B 





356 Blue 357 Red 





Felt Bootie 3/8 
$.72% 
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Quality Seasonable Footwear 


INFANTS’, CHILDREN’S, MISSES’ 


| 
| 
canes MOTT co. xc | 


411 ESSEX ST. 


in the same territory. Although pen- 
sioned by USMC, Mr. Connor said he 
feels too young for retirement. He 
will be a free lance agent for the Finen 
firm. 

. * * 

After 57 years in the shoe business, 
Henry Huss, 75-year-old Davenport, 
Iowa, merchant, retired on the day the 
government control was eliminated on 
shoes. His stock of shoes has been sold 
to John Bremer, operator of the Brown- 
bilt shoe store in Davenport. 

* * - 


Dudmond H. Malina recently joined 
The New Boston Store, Chicago, as di- 
visional merchandise manager and buy- 
er of men’s and boys’ clothing in the 
basement. He was formerly with Sears 
Roebuck and Co., Alden’s, Inc., and 
Wieboldt’s in connection with men’s and 
boys’ operations. 

. * 7 


Charles Weber, who operated a shoe 
store in Buffalo for many years, and 
Mrs. Weber celebrated their 50th wed- 
ding anniversary recently in the com- 
pany of the best man and a dozen of 
the original guests who attended their 
wedding. Mr. Weber is 76 and Mrs. 
Weber 72. He retired from the shoe 
business several years ago. Two sons, 
four daughters, seven grandchildren 
and one great-grandchild attended the 
wedding breakfast. 
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TOPS IV TAPS 


Black patent or white leather 
Tap Tie, toe taps included but 
not attached. Medium width. 


Child Sizes 8% to 11, $2.50 
Misses’ Sizes 11% to 3, $2.75 
Girls’ Sizes 3% to 9, $3.00 
Shipped only in units of 18 pairs 
of any of above size-runs. Stan- 
dard size assortments to case. 
Terms: Net 30 Days 


166 North 3rd Street, Columbus, Ohio 





Sol Reis, New York City sales rep- 
resentative for Advance Footwear Co. 
and Goodman Handel Shoe Co. recently 
celebrated his 77th birthday. Mr. Reis, 
who was born at 1st Avenue and 14th 
Street in 1869, has no plans to retire. 
“That’s for the old fellows,” he said. 

* + * 

Leo Prague has been named manager 
of the Conformal Shoe Shop, 50 Church 
Street, Hartford, Conn. He was for- 
merly with Hamilton Lapp Co. The 
Hartford store is owned and operated 
by B. Nelson, Inc., of New York. 

* * + 


Clyde R. Powell, personnel manager 
of Endicott Johnson Corp., spoke on 
personnel problems at a recent meeting 
of the Hornell, N. Y., Industrial Club. 
Accompanying Mr. Powell was B. O. 
Longnecker of the Lehigh Safety Shoe 
Co., Allentown, Pa. 

* * * 

The Fashion, Columbus, O., women’s 
ready-to-wear store, has appointed B. J. 
Weilbacher as manager of its children’s 
shoe department. Mr. Weilbacher has 
had 15 years’ experience in specializing 
in corrective footwear. He is a return- 
ed veteran. 

* . > 

Phil F. Graffis has been named South- 
ern California representative of the 
Crosby Square Shoe Company, with 
headquarters in the Lankershim Hotel, 
Los Angeles. 


Two additions have been made to the 
sales staff of Stewart’s shoe depart- 
ment, Baltimore. They are Francis 
Russell and Austin Hudson, the latter 
formerly a salesman at Gimbels, Phila- 
delphia, Pa, 

> > > 

M. Cooper Smith has succeeded Don 
B. Woodyard as manager of the J. C. 
Penney store at Omaha, Neb. The lat- 
ter is retiring because of ill health. Mr. 
Smith has been with Penney’s 26 years, 
and went to Omaha from Camden, N. J., 
where he was store manager. 

*. + * 


Loren Mills, merchandising manager 
for Wells & Frost, largest family shoe 
store in Lincoln, Neb., was honored for 
the showing made by his division in 
soliciting subscriptions during the re- 
cent Lincoln community chest cam- 
paign. Mr. Mills’ division raised 140 
per cent of its goal. 

> * * 


Grady House, connected with the 
Quality Shoe Store at Thomaston, Ga., 
has been elected as a member of the 
board of directors of the Thomaston 
Merchants Association. 

* > . 


Joseph Kaplan, president of the Colo- 
nial Tanning Company, has been elected 
a member of the board of directors of 
the Boston Committee for Education on 
Alcoholism. 
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WE SELL ~““& 


QUALITY SHOES 


Qvelity Shoes 


From the Nation's 
leading Manufacturers 


M. K. WEIL SHOE CO. 


While in Town See Weil 
1215 Washington Ave. 


St. Lovis 3, Mo. 








BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 


BARIS SHOE CO.., Inc. 
79-81 Reade St., New York 7, N. Y. 


WOrth 2-5180-! 
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WOMEN'S SLIPPERS 
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$2.35 


£901 
$902 


IN STOCK 





BALLERINA SLIPPER 


CALIFORNIA PROCESS 
IN BLACK JACQUARD 
With Leather Sole 


NET 
F.0.B. CHICAGO 


McBREEN SHOE CO., INC. 


305 W. MONROE ST. 


Same in Red 
Same in Wine 
Same in Light Blue 
Same in Pink 
Same in Royal Blue 
Sizes 4-9 
18 Pr. Minimum 
IMMEDIATE DELIVERY 





CHICAGO 6, ILL. 
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Introduce New Child’s Fitting Method 


2 ae 


Above is the new Groscope with its accompanying Grochart which introduces 
a new fitting method for children. A danger line is marked on the chart when the 
shoes are purchased. When the child's longest. toe reaches the line, the shoes are 
no longer safe to wear. The device was invented by Ray Dovell, public relations 
director of Melville Shoe Corporation, and will be used in Thom McAn Stores. 


New YorK—The Melville Shoe Cor- 
poration has announced a revolutionary 
new fitting advice for children’s shoes 
which will be used exclusively in the 
company’s Thom McAn Stores to pro- 
mote better foot health among children. 

The invention of Ray Dovell, Mel- 
ville’s public relations director, the fit- 
ting device, called a Groscope and its 
companion, a Grochart, were designed 
to protect growing young feet from 
defects caused by wearing outgrown 
shoes. 

By means of the Groscope the foot 
is measured at the time the child’s 
shoes are purchased. On the Grochart, 
which is given to the purchaser of the 
shoes, the sales clerk indicates a dan- 


ger line. Periodic measurements at 
home keep track of foot growth. When 
the child’s longest toe reaches the dat- 
ger line, it is certain that the shoes 
which were purchased with the chart 
are no longer safe to wear. 

The new fitting method will be pro- 
moted by distribution, early in Decem- 
ber, of “The Danger Line,” a new 
Thom McAn movie produced following 
a survey by the National Foot Health 
Council which showed that 87 per cent 
of all children from 5 to 17 are wearing 
outgrown shoes and consequently ac- 
quiring foot defects which will impair 
their health and usefulness as adults. 
The film will be shown in_ schools 
throughout the United States. 





Closed Shoe in Big Demand 
in Miami 


MIAMI, FLA.— Key shoe stores in 
Miami and Miami Beach report that 
more and more women are asking for 
the plain opera pump. The pump with 
rolled or extension sole is popular and 
there is interest in the dressier pump 
with restrained throat ornamentation. 
These pumps are for wear with the new 
and longer daytime hemlines. 

Open heel and toe are giving way to 
the closed style largely because of the 
more perfect fit which may be obtained 
in the latter model. Cutouts are pre- 
ferred in the slightly smaller patterns, 
and sandals have wider symmetric 
bands with much smaller open spaces. 
Nailheads and similar ornaments are 
being soft pedaled right now, with more 
interest in the softer feeling in trim. 


Named Manager of Texas 


Shoe Department 


Waco, Texas—Goldstein-Migel com- 
pany has announced the appointment of 
James C. Owen as manager of the wo- 
men’s and children’s shoe department to 
succeed the late E. F. Johnston. For 
several years Mr. Owen has been as- 
sistant buyer in a major Texas depart- 
ment store. He recently returned from 
the army. 


California Company 
Changes Name 


BuRBANK, CALIF.—V. V. Kahley of 
the Kahley Shoe Company, which oper- 
ates three stores in this area, has an- 
nounced the company’s name has been 
changed to A-K Shoe Stores with the 
naming of B. H. Ashabroner as a part- 
ner in the firm. 
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ALUMINUM 
TELESCOPIC EYELET 
AND WASHER 














Today's active sports put great strain on the 


lacing fittings of many types of athletic shoes. 
The G* Aluminum Telescopic Eyelet and 
Washer combination setting gives maximum 
strength where it is most essential for satisfac- 
tory service. No other eyeletting method 
approaches this combination setting for lasting 


CROSS SECTION DIAGRAM sta 
durability. 


SHOWING 
ee a ne Made in sizes suitable for both Men’s and 


Women’s athletic footwear. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON - MASSACHUSETTS 
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WOMEN'S SLIPPERS 


sot meres 


Chose-Ct 


WOMEN'S 
HEAVY WEIGHT FELT 


One Strap Slippers 
HARD LEATHER SOLES 


$1.00 


Pair 
















#101 
Oxford Grey 


Sizes 5 to 9. Half Sizes 
36 Pair Minimum Order 


In Stock 


HARPER & KIRSCHTEN 


SHOE CO. 
323 W. Monroe St., Chicago, Ill. 


Immediate Delivery 
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OUTDOOR BOOTS 


SF OF ee 


Scarce Item — Buy Now! 
LADIES’ RUGGED WEATHER | 
OUTDOOR BOOTS 
Toasty-Warm - 
BROWN COWHIDE | 
Fleecy Lining 









Immediate 
Delivery 


$6.25 


Zipper Style Full Sheep Collier 
Write for Folder. Other Styles 


CONJOR SHOE COMPANY 
287 Broadway CO. 7-7972 New York 7, N. Y. 
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11.5 Per Cent Rise in 
Department Store Sales 


Boston, Mass.—The twenty-sixth an- 
nual survey of department store and 
specialty store operating results, pre- 
pared by the Harvard Bureau of Busi- 
ness Research, reports total dollar sales 
for 1945 as being 11.5 per cent higher 
than 1944. Although 1945 marked the 
seventh consecutive year that sales in- 
creased over the preceding year, the 
1945 increase was the lowest year-to- 
year percentage increase since 1940, the 
report stated. 

“These results clearly show the in- 
fluence of a war-created inflation, simi- 
lar in many respects to the conditions 
that prevailed in 1920 when the first 
Harvard survey was published,” the re- 
pert said. “Total dollar sales in 1945 
were boosted to the highest level in the 
history of these studies, while depart- 
ment store expense ratios for the years 
1944 and 1945 have reached a level al- 
most as low as those of 1920. There is, 
however, one striking difference be- 
tween the current period and 1920: the 
Federal Government in the present era 
absorbed a substantially larger portion 
of business profits by taxation than in 
1920.” 

Federal taxes on income and excess 
profits absorbed approximately 69 per 
cent of the net gain before taxes earned 
by department stores. This was about 
2 per cent less than the proportion 
taken in 1944, according to the Harvard 
report. 

The report was written by Milton P. 
Brown, Assistant Professor of Business 
Administration at Harvard. 





Wyoming Reports Consumer 
Insistence on Proper Fit 


Casper, Wyo.—Customer demand in 
Casper has for some time been show- 
ing a definite trend toward an in- 
sistence on shoes which fit properly and 
less shopping around for particular 
styles or colors. George Mackey, man- 
ager of the shoe department of the 
Casper Commissary, says this has been 
decidedly noticeable in his department 
which serves a representative cross- 
section of the retail buyers in Casper. 

With the shortage in all lines still 
acute here, dealers have eased the situa- 
tion somewhat with shipments from 
some of the smaller manufacturers. 
Imitation suede and other synthetic 
fabrics from these sources have sold 
well. Men’s shoes are a little more 
plentiful than women’s and children’s. 

lack has been very good in both 
leather and suede. Jack Weaver, sales- 
man at the Casper Commissary shoe 
department, says that one of the most 
popular types recently has been a black 
plastic patent pump with a low heel. 
There have been numerous repeat sales 
on this particular shoe. 
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BOYS’ STORM BOOT 
SMOOTH BLACK LEATHER 


Non-Marking Brown Rub- 
ber Heels and Soles 


Hooks and Eyelets 
SIZES: 9/2-3 


$2.85 


per pair 









] 

| Also Little Gents’ Regular Boot Smooth Black Elk 
| Also Brown Elk 

| 


Non-Marking Brown Rubber Heels and oy 


Sizes 10-3 .60 
Brown Blucher, Plain Toe 
$2.60 


Leather Soles . . . Sizes 842-12 

IMMEDIATE DELIVERY 

Packed 36 pairs to case 
Terms: Net 10 days F.0.B. N. Y. 


SHOE COMPANY 
New York, N. Y. 


|| POLONER 
156 Duane Street 
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GIRLS’ STURDY, DURABLE 


MOCCASINS 
ye = 
$2.25 
per pair 
Immediate 
Delivery 

Sizes: 4 to 8, 5 to 9 


Other Type Moccasins In Stock 
Write for folder 
CONJOR SHOE COMPANY 


287 Broadway New York 7, N. Y. 























Canadian Hide Stocks Show 
September Loss 


MONTREAL — Stocks of raw cattle 
hides held by tanners, packers and deal- 
ers in Canada at the end of September 
amounted to 543,623 compared with 
690,202 at the end of September, 1945, 
the Dominion Bureau of Statistics has 
reported. Calf and kip skins totaled 
467,984 compared with 535,037; goat 
and kid skins 323,769, compared with 
362,670, and sheep and lamb skins 
70,898 (dozen) compared with 81,458. 
Stocks of horse hides were 14,154. 
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IT'S INVISIBLE... 


...even in sling-type shoes! 
Forms fit either shoe. No 
problem of lefts or rights. 
Hee! strap is held firmly in 
place. Easy to insert and 
nothing to dust. 
Immediate delivery! 


$1.25 PER PAIR 
Sample on Approval 
“Sand tar Catalog of Complete Line’ 


ROGER KENT (0... Alastics 


bial . ava 
*Trade Mark Registered 
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Boston Boot and 
Shoe Club Meets 


Boston, Mass.—The first dinner 
meeting of the 1946-47 season of the 
Boston Boot and Shoe Club was held 
Nov. 6 in the Imperial Ballroom of the 
Hotel Statler, according to John E. 
Daniels, who, at the last annual meet- 
ing, was elected president and treasurer 
of this social organization, now in its 
58th year. 

Other officers, serving under Mr. 
Daniels are T. Kenyon Holly, W. J. 
McHenry and Daniel E. Watson, vice- 
presidents; and Maxwell Field, secre- 
tary. The club’s membership now totals 
250, the maximum permitted under the 
club’s by-laws. 





“Mrs. America” Is 
Shoe Man’s Wife 


CoLumBus, O.—Mrs. Janice Pollock, 
wife of Mark Pollock, regional repre- 
sentative of the Burns Cuboid Com- 
pany, was selected “Mrs. America” in a 
recent contest at Jackson, Miss. The 
title carried with it a six months’ tour 
and a $2500 prize which Mrs. Pollock 
decided to forego rather than leave her 
husband and four children for six 
Months. Pictures of the Pollock family 
appeared in newspapers from coast to 
coast, 
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Government Announces 
New Leather Substitute 


WASHINGTON—A fiber which can be 
tanned and bonded for use as a shoe 
leather substitute may be produced 
from from the Achilles tendon of beef 
cattle, according to a report now on 
sale from the Office of Technical Ser- 
vices, Department of Commerce. Esti- 
mated production costs are roughly 
comparable to those of producing prime 
sole leather. 

The 48-page report was originally 
issued by the War Production Board’s 
Office of Production Research and De- 
velopment, now the Industrial Research 
and Development Division of OTS. It 
describes wartime research carried out 
at the University of Louisville, Ky., to 
find a leather substitute to alleviate the 
shoe shortage. 

The fiber is produced by acid diges- 
tion of collagen, a connective tissue pro- 
tein, followed by regeneration and co- 
agulation with a saline solution. The 
production steps are: (1) grinding or 
subdivision of the tendon stock, (2) 
gelation, (3) filtration, (4) coagulation, 
(5) tanning, (6) pressing, and (7) 
drying. 

Two adhesive binding agents are used 
for forming the fiber into sheets of suf- 
ficient thickness and flexibility for shoe 
sole material. Although final testing 
was not completed in this research proj- 
ect, preliminary tests showed the fiber 
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SLIPPERS 


IMMEDIATE 
DELIVERY 






Sole and Upper 
Grade Elk. Fur Trim, 
Hand-Beaded. Warm 
Lined. Sizes: 4-9 


ELKS $2.10 
14 Wos. Wine 16 Wos. Brown 
15 Wos. Blue 17 Wos. Red 
wrennnnnnm 
Sole and Upper 
Grade Suede Lea 
SUEDES $1.30 


26 Wos. Red or Blue, 3/9 
$1.30 
25 Miss. Red or Blue 11- 2 
$1.20 
LOWEST PRICES ON MARKET 
COMPARE! 


Top 


Top 


CO., INC. 
411 ESSEX ST. SALEM, MASS. 











SOFT, SHAPELY, 100%, WOOL 


Walkever 


ANKLETS FOR MEN 


STYLE 8340/99 


HRINK-resistant. With elas- 

tic tops. Medium weight. 
Colors: Solid white, maroon, cor- 
dovan, navy, beige. Packed solid 
colors to half dozen box. Sizes 
10 to 12. 


$7.50 DOZEN 


319 Fifth Avenue, Hew York City 16 


(NET 30 DAYS) 








product to have good tensile strength, 
resistance to moisture and abrasion as 
well as good stitchability. However, it 
was less flexible than leather. The re- 
searchers suggest that glue stock and 
hide clippings might also be used as a 
source of collagen, althought no re- 
search was carried out with these ma- 
terials. In their opinion, the fiber could 
be used for shaped or sheeted products, 
such as gaskets. 

The report, contains comprehensive 
descriptions of each step in the process 
as well as photographs and an exten- 
sive bibliography. Orders for the re- 
port should be addressed to the Office 
of Technical Services, Department of 
Commerce, Washington 25, D. C., and 
should be accompanied by money order 
or check, payable to the Treasurer of 
the United States. Price is $4 for pho- 
tostat; $1 for microfilm. 





Enlarge Children’s Shoe 


Department 


NorFoLtk, Va.—Introduction of sev- 
eral additional new lines of children’s 
footwear will highlignt the opening, this 
coming Spring season, of a larger chil- 
dren’s shoe department in the L. Snyder 
department store, here. 

Arthur A. Mills, formerly with E. W. 
Edwards & Son, Buffalo, is buyer and 
merchandise manager of women’s and 
children’s shoes for the Snyder store. 
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WOMEN'S SLIPPERS 
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‘ies APESKIN 
Shery-Cayas 


Leather Soles 
Padded Heels 











#1085 Wine Capeskin 
# 1086 Brown Capeskin 
4 to % Full Sizes 
36 Pairs to case. 18 Pairs Minimum 
Order. 


In Stock—Immediate Delivery 


HARPER & KIRSCHTEN 
SHOE CO. 


323 W. MONROE ST. 
CHICAGO 6, ILL. 
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*““SAGUANO’’ 


A rugged hucrache built for rugged moun- 
tain use. Correct last for this type. Clean, 
uniform, comfortable. 34 pairs per case. 
#108 MEN'S NATURAL 

SIZES 6-11, $4.25 


#109 MEN'S BROWN 
SIZES 6-11, $4.25 


#110 CHILD'S BURNT-ORANGE 

SIZES 9-1, $2.25 
#111 BOYS’ 
Burnt-Orange 
Sizes 2-5, 
$3.60 
















F.0.8. 
Brownsville 

Net 10 days 
RIO GRANDE 


IMPORTING CO. 
BROWNSVILLE, TEXAS 






















Veteran Retailer Opens 
Exclusive Northwest Salon 


SEATTLE, WASH.—James A. Griffith, 
formerly with the Perkins Shoe Salon 
here, opened his own women’s shoe 


store at 1318 Fifth Ave., last month. 





JAMES A. GRIFFITH 


The shop will feature style, fashion 
and originality. All shoes carried will 
be made to Mr. Griffith’s own specifi- 
cations and design. 

The new shop has exquisite furnish- 
ings of 18th century period pieces. An 
empire sofa with matching chairs and 
coffee table gives the room the charm 
and atmosphere of a well appointed 
drawing room. 

Before coming to Seattle, Mr. Grif- 
fith was associated with Erlebacher’s 
Specialty Shop in Washington, D. C., 
where he was buyer and manager for 
seven years. Prior to that time, he was 
with I. Miller for three years in their 
Washington, D. C., store, and with the 
Hecht Co., also of that city, for seven 
years. Mr. Griffith has been in the 
shoe business for the last twenty-five 
years. 





Army Shoe Expert Given 
Bronze Star Medal 


Boston, Mass.—Colonel Malcolm C. 
Rees, QMC, of 51 Orchard Street, Ja- 
maica Plain, Mass., recently received 
the Bronze Star Medal for service as 
Purchasing and Contracting Officer 
with the Fifth Army in the Mediter- 
ranean Theater of Operations from 
January 15, 1948, to May 15, 1944. The 
medal was presented by Colonel 
Bernard J. Finn, Commanding Officer 
of the Boston Quartermaster Depot. 

From April, 1935, to October, 1942, 
Colonel Rees was on duty at the Boston 
Quartermaster Depot as a Procurement 
Planning Officer and later assistant to 
the Procurement Officer. Prior to World 
War II he traveled widely throughout 
the New England area acquainting po- 
tential Quartermaster contractors with 
the needs and specifications for Army 
items, especially in the footwear and 
textile fields. 
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‘| MEN'S EVERETTES 


| * Top Grade Felt Uppers. 

* Folded Double-Stitched Edges. 

* Smooth Street-wear Leather 
Soles. 

% No-Mark Rubber Heels. 

* Felt Lined Thru-out. 

|| %* Long Molded Counters 





$1.95 


= NET 
Sizes 6 to 12 F.O.B. Balt. 


IMMEDIATE DELIVERY 
9515-T Brown Everette 

9515-G Oxford Grey Everette 
9514-W Burgundy Opera Style 

| 9514-T Brown Opera Style 
9514-N Navy Blue Opera 


The 


PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 

Honest-made since (880 
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| CELLULOID SHOE FORMS 
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Ladies’, pened  Seeaet At Infants’ — flesh 
color only, = ights and sizes — 
Immediate de 


Write fe tee or details 


LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 














Buy Savings Bonds 
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FOOT-PROTECTORS 


MOOTH, snug-fitting regular 
or backless styles of fine, soft 
cotton, with elastic tops. Individ- 
ually wrapped in sales-stimulating 
envelopes. Color: Beige. In Wo- 
men's & Misses’ sizes 8!/2 to 10!/>. 
Packed one dozen of a size to the 
box... oe delivery. 
Style 5568—Regular 
Me 5569—Backless $1-85 Dozen 
Style 5575—Regular 


Fine Tricot Rayon . . . $2.85 Dozen 
(Net 30 days) 


FRIEDMAN coscery cove 
319 Figth Avenue, Mem York City 16 











Franklin Stores Absorbed 
By National Shoe 


New YorkK—The Franklin Shoe 
Chain, a group of 12 stores located in 
Brooklyn and Queens, has been sold to 
Siegel & Fried, who operate the Na- 
tional Shoe Chain, Louis Fried, presi- 
dent of National, announced recently. 
The Franklin Stores were acquired 
from the estate of the late owner, 
Morris Hirsch, and with their addition 
the total number of National Shoe 
Stores now in operation is 72. 

The Franklin Shoe Chain, in business 
for about 20 years as popular price 
family shoe stores, have a reported an- 
nal volume of close to a million and a 
half dollars. 

Mr. Fried stated that National will 
continue to use the same sources of sup- 
ply formerly used by Mr. Hirsch. This 
is in accordance with Siegel & Fried’s 
long established policy of remaining 
loyal to sources of supply. He also 
made known that no major change of 
Personnel is contemplated, but that the 
stores would immediately benefit from 
the parent company’s larger buying 
power and merchandising set-up. 

The Franklin Stores will continue un- 
der their present name until all nec- 
essary arrangements have been com- 
pleted to operate them under the Na- 
tional name. Such arrangements in- 
clude extensive improvements. 
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CPA Revokes 
M-310 and M-217 


WASHINGTON, D. C.—The Civilian 
Production Administration last month 
revoked its controls over allocations of 
cattle hides and skins. The increased 
flow of cattle to the slaughter houses 
since the elimination of price controls 
on Oct. 14 already has improved the 
supply situation and it should soon ap- 
proach normal, CPA officials announced 
in rescinding Order M-310, governing 
the distribution of hides and skins. Fur- 
ther retention of the order and the al- 
location system would therefore be det- 
rimental and would defer the period of 
stabilization which should be reached as 
quickly as possible in the hide market, 
CPA officials said. 

The agency added, however, that de- 
spite the revocation of M-310 there is 
no intention at this time to remove the 
export controls and quotas on hides, 
skins and leather. 

Order M+310 was originally issued 
June 23, 1943, to control distribution of 
hides and skins to provide for essential 
military and civilian end uses of 
leather. On Aug. 27, 1945, control over 
end uses was eliminated, and the or- 
der’s principal function became the al- 
location of hides and skins among tan- 
ners and contractors on an equitable 
basis. 

The increased movement of cattle fol- 
lowing the elimination of price controls 
will not be reflected fully in hides and 
skins for a matter of weeks because of 
the time lag involved in such factors as 
transportation and curing, according to 
the agency. CPA officials expected that 
the gap in supplies would be filled by 
withheld stocks of hides and skins com- 
ing into the market. 

CPA also said that if M-310 and the 
allocation system were continued, it 
could have the effect of restricting pur- 
chases of hides and skins by the regu- 
lar and established users and tanners 
to the limits established by the alloca- 
tions, thus making it possible for specu- 
lators to buy any unallocated hides. 
This would penalize those who had com- 
plied with the allocation system. 

The Civilian Production Administra- 
tion has also revoked the order which 
covered production of footwear, and the 
order which controlled the distribution 
of vegetable tanning materials. Both 
orders previously had been suspended. 

The shoe order, M-217, issued Sep- 
tember 10, 1942, was suspended May 7, 
1946. It restricted a manufacturer’s 
production by price line and quantity 
and also prohibited switching from the 
production of one type of footwear to 
another. Manufacturers could not, for 
example, shift from making non-leather 
to leather shoes, nor from infants’ and 
children’s shoes to women’s shoes. Be- 
maintain its pre-war production pat- 
cause the order controlled shoe produc- 


No. 293 METAL 


TOP-N-TOPSIE 


Six assorted Litho- 
graphed in multicolor and fab- 
ricated on aluminum base. 3%” 
diameter Topsie with 8” metal 


Also 34,” Top, 


subjects. 





spiral spinner. 
both on card. 


39-45 W. 19th St, New York 11, N.Y. 


____ SUPPLYING ADVERTISING 
——uu NOVELTIES SINCE 1902 








tion both by price range and type of 
shoes, the shoe industry was able to 
tern, and make sufficient footwear 
available for the civilian economy de- 
spite the huge demands of the mili- 
tary, CPA said. 

In revoking the order CPA said that 
the recent decontrol of prices, and par- 
ticularly the earlier elimination of price 
controls on meat, and allocation con- 
trols on hides and skins, had made the 
order obsolete. In addition, the rise in 
the slaughter rate is expected to in- 
crease the supply of hides sufficiently 
to meet the demands for shoes. 

The vegetable tanning order, M-277, 
originally issued February 4, 1943, and 
suspended August 6, 1946, was designed 
to overcome the shortage of tanning 
materials for vegetable tanned shoe 
leather, and also to allocate the sup- 
ply. It was concerned mainly with 
chestnut extract, allocations for its use 
in upper shoe leather being restricted 
in order to conserve the extract for its 
primary use in sole leather tanning. 


To Enlarge Texas Store 


BEAUMONT, TExAS.—A new 60 by 75 
foot stucco addition will be built by 
the Berland Shoe Stores, Inc., at 648 
Orleans Street here. 
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CHILDREN'S SHOES 
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CHILDREN'S RUSSIAN 


BOOTS 


BENCH MADE—MODERN LASTS 


BLACK, Brown = ‘NOt 
OR WHITE 
CALF 
SIZES 8-2 
$3.75 
packed 36 pairs 


one color to 
case. 


F.0.8 Brownsville 
Net 10 days 


RIO GRANDE IMPORTING CO. 
BROWNSVILLE, TEXAS 
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ICE SKATE OUTFITS 


8 EP OP 6 


Men's ICE SKATE OUTFITS 


“CANADIAN FLYER" 


Full Grain 2-Tone Leather. Black Uppers 
© Tan Toe, Scuff Pad, Ankle Patch @ Solid 
Leather Outsole © Shearling Lined Tongue 
@ Nickel Plated Eyelets & Yellow 
Nickel Plated UNION 
HARDWARE Tubular Hockey 
Skates. Packed 12 pr. to case. 


= 
Sizes 5-11 


Shioment January (5 or sooner, Guaranteed if ordered now 


ICE SKATE OUTFITS 









Laces. 











for Women’ © Full Grain White Elk 
di Leather 
»» © Nickel Plated UNION 


HARDWARE Skates 
Full lined. Solid 
Leather Outsoles — 


White Felt Lined 
Tongue & Sock Lin- 
ing—Tubular Hockey 


um 9 J 00 


Shipment Jan. 15 or Sooner, Guaranteed 
if you order at once. Packed {2 pr. to case. 





ARNOFF SHOE CO.,INC., 101 Dwaene $¢..M.¥.C 


9 


an opportunity to obtain loyal and effi- 


Orchids Bloom 


in Shoe Window 





New York—Footwear for formal evening wear in a variety of orchid colors, har- 
monizing with a display of live blooms, was the theme in this window at the Delman 
Shoe Salon in Bergdorf-Goodman here. "Orchids to Delman" was the keynote in 
each of the salon's windows which featured a variety of shoes set against back- 


grounds of orchids. 





Kimless Explains 
Work of DAV 


New York—There is a job waiting 
for a Mariné-veteran who lost a leg 
and two arms in combat, according to 
Barney B. Kimless, chairman, shoe di- 
vision, of the National Service Fund 
of the Disabled American Veterans. 
The marine is just waiting until he 
becomes a little more accustomed to 
his artificial arms before starting 
work at the Carmo Shoe Manufactur- 
ing Company’s plant at Union, Mis- 
souri. “It isn’t unusual because we 
know what disabled people are ca- 
pable of doing,” Mr. Kimless said. 

A similar case is that of a young 
girl of twenty who for the last three 
years has had a job stamping and fold- 
ing parts of shoes. She does her work 
lying almost flat on her stomach. She’s 
a paralytic. “She not only works a 
full day and makes regular wages but 
is also an inspiration to the 200 other 
women in her department,” said Mr. 
Kimless. 

The Carmo plant also has two blind 
men who are screw fitters, one-legged 
men who are top-stitchers and, in ad- 
dition to many other disabled work- 
ers who are employed there regularly 
in the plants, they have 30 more dis- 
abled veterans training for jobs. 

A disabled person, properly trained 
and in the right job, is at least as effi- 
cient as an able-bodied person, Mr. 
Kimless believes. He explained that 
the Disabled American Veterans, 
through an efficient program of co- 
operation with the Veterans Adminis- 
tration, is trying to make it clear to 
all employers that they are missing 








cient workers when they do not em- 
ploy war-disabled. While part of the 
free service rendered by the DAV con- 
sists of help these men to obtain their 
rights and benefits under the law, every 
effort is made to prevent their depen- 
dency upon disability compensation. 
The aim is to make them assets to 
their families, their communities, their 
employers and their country. 

“Much of the time of the DAV Na- 
tional Service Officers is devoted to 
the task of finding the man to fit the 
job or the job to fit the man,” Mr. 
Kimless said. “All of this is costing 
more money than the DAV can raise 
through mmebership dues. In conse- 
quence, the DAV is now making its 
first public appeal for funds. This is 
a cause which all Americans should 
support. As stated by General Omar 
N. Bradley, Administrator of Veterans’ 
Affairs, the care and rehabilitation of 
our war-disabled is our responsibility.” 

Mr. Kimless said that contributions 
may be sent direct to the Disabled 
American Veterans, 41 East 42nd 
Street, New York 17, New York. 





Family Shoe Store 
Planned for Nashville 


NASHVILLE, TENN. — The William C. 
Gaines Shoe Co. has signed a long-term 
lease on a location at 718 Church Street 
here for occupancy early in 1947. W. 
C. Gaines, owner, says that he will fea- 
ture nationally advertised lines in 
ladies’, children’s and men’s quality 
footwear. 

Mr. Gaines also operates Gaines 
Booterie in Union City, Tenn., and 
leased departments in Armstrong’s at 
Nashville, Pearson’s in Clarksville, and 
Goldstein’s in Murfreesboro, Tenn. 
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Record Attendance 


At Oklahoma Show 


OKLAHOMA City, OKLA.—Amid great 
confusion in marketing problems, the 
Mid-Continent Shoe Travelers Associa- 
tion held its regional meeting at the 
Skirvin Hotel, in Oklahoma City, Nov. 
8-5. Wholesale representatives were 
taking orders for shoes without being 
able to quote a price to the retail mar- 
keters. Many transactions were han- 
dled by memorandum orders without a 
price quotation. Buyers selected the 
conservative shoes, the stable items es- 
sential to their stock, with the under- 
standing that wholesalers would set a 
price whenever they are able to do so. 
Most buyers merely took care of their 
needs for the next 30 days, getting 
away from the long range buying of the 
past. 

In spite of heavy rains in the Okla- 
homa City vicinity, attendance was tre- 
mendous, the largest ever to attend the 
Mid-Continent showing. Most atten- 
dants, however, seemed to be present to 
gain information instead of to buy. 

Two entire floors of the hotel were 
devoted to the 72 lines with many dis- 
plays being shown two or three lines to 
the room. More than 400 shoe buyers 
viewed everything from booties for 
babies to cowboy boots and two-tone 
whites and brown for fathers. 

“While it might seem that this con- 
vention fell at a bad time,” said E. J. 
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MEN'S SNUGFIT RUBBERS 


Asst. or solid a small, 
medium and larg 

In stock. Write. rd Wire. 
AMERICAN SHOE Co. 
25! W. Jeff. Ave., 
DETROIT 26, MICH. 
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PRICE TICKETS 
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CHRISTMAS PRICE TICKETS 





: 156” wide, 244” high 
XMAS COL One Soe from 109 prices 
30¢ per doz., 12 doz. $3.00 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. D 
209 S. STATE ST. 


CHICAGO 4, ILL. 
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back tension aawures proper shape of 
shoos...IDEAL for every SHOE, GIFT 
ond HOREN Sn: 


RETAIL PRICE 


$] pai 


less Genpee pres. 45% 
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Radiantrees 
DISPLAY UNIT 


merchandises and sells 
for you; compact, mod- 
ernistic and eye- ap- 
pealing. Available 
upon request. 









A PERFECT FIT 
FOR EVERY 
STYLE SHOE: for 
High Heels, Low 
Heels, Open 
Toes, Sandals, 
Straps, Open 
Backs, Ties, 
Pumps, Sports... 
in fact for every 
type of shoe. 


WRITE TODAY FOR 
IMMEDIATE DELIVERY! 





*PAT. PENDING 


RADIANT PLASTIC PRODUCTS 
406 Market Se 






OC Send by return mail...Without Oblig- | 
ation... additional information about | 
| Radiantrees and Display Unit 
| O Rush ——. dozen Radiantrees | 
| in assorted popular colors. 
| Name 


| 
| 
| Firm | 
| 

















Eichhorn, secretary-manager of the 
Mid-Continent Shoe Travelers Associa- 
tiou, “in a way it was a good thing. We 
will certainly have a readjustment pe- 
riod and perhaps after the next four to 
six months, the green light will go on. 
This showing has been an opportunity 
for shoe men to discuss their problems. 

“T have had several requests asking 
that the conventions not be discontinued 
because shoes are now becoming more 
plentiful. These conventions have really 
been wonderful help to merchants be- 
cause during the war when help was 
so scarce that the store owner was 
forced to do the buying for all the de- 
partments, Sunday—the only day he 
could buy—was usually the first day of 
our convention.” 

Buyers from Oklahoma, Arkansas 
and Kansas gathered for a banquet and 
election of officers Saturday night pre- 
ceding the showing. Norton Thompson 
of Oklahoma City was elected president 
of theorganization and Bob Mooney of 
Tulsa, vice-president, with Mr. Eich- 
horn re-elected secretary-manager for 
his ninth term. 





Shoe Division Plans 
Dinner for JDA 


New York—The urgency of combat- 
ing the rising tide of bigotry in 
America has spurred the leading ex- 
ecutives of the Shoe and Allied Indus- 
tries to launch a tradewide effort in be- 





half of the $5,000,000 Joint Defense 
Appeal campaign at a dinner to be held 
Dec. 5 at the Hotel Biltmore, it was 
announced by Ben Kellner, of Kitty 
Kelly Shoes, a member of the industry’s 
executive committee for the drive. 

The Joint Defense Appeal, he ex- 
plained, is the fund-raising arm of the 
American Jewish Committee and the 
Anti-Defamation League of B'nai 
B’rith—enabling the two national or- 
ganizations to maintain their far-flung 
activities in combating anti-Semitism. 
Mr. Kellner added that the Joint De- 
fense Appeal goal for 1946 is 43 per 
cent more than the amount raised last 
year. 

In appealing to all members of the 
industry to be present at the dinner 
event, the executive committee for the 
affair pointed out that America is now 
facing the gravest challenge in its his- 
tory. “The startling resurgence of 
hate groups such as the Ku Klux Klan 
and the recently organized Columbians 
which emit a virulent stream of race 
hatred and religious baiting is a mat- 
ter of deep concern to every loyal 
American.” 

Highlight of the evening will be a 
showing of the Joint Defense Appeal 
movie, “Linked in Freedom’s Cause,” 
with Quentin Reynolds, noted foreign 
correspondent, author and radio com- 
mentator, as narrator. More than 75 
trade leaders are serving as sponsors 
for the dinner event. 
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Immediate 
Delivery! 


“Toasty-Warm™ 


SUN VALLEY BOOTS 


£302... Black and Brown Cowhide. 
Fleece Lined. Sizes 5 to 9 


$ 5.75 
PAIR 
Net 10 Days, F.O.B. Chicago 


IRVING LAMET SHOE CO. 


333 W. Monroe St., Chicago 6, Ill. 


Packed 12 pairs 
to the case 











OP, 6 ee ee re ce ee ree ms 


<n 
BROWN LEATHER UPPERS 
BROWN ORTHOPEDIC RUBBER SOLES 


IMMEDIATE DELIVERY 


$2.00 
2.00 
1.80 


No. 1600 Men's, Sizes 6-11, 6-12 
No. 1604 Women's & Girls’ 4-9 
No. 1600 B Boys’ 1-54 
Also Available in Better Grade 
Men’s smooth leather—Brown 6-12 $2.40 | 


Women's & Girls’ Smooth Elk 
—Brown 4-9 


Packed 36 pairs to case 
Minimum Order 18 pairs 
Terms: Net 10 days F.O.B. N. Y. 


ALLIED FOOTWEAR COMPANY 


154 Duane Street New York 13, N. Y. | 


2.75 
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Hahn's new shoe salon, Washington, D. C., represents a complete break from 
pre-war store styling. In addition to a complete glass front on the exterior, the 


interior contains a store-wide foyer paved with quarry red files. 


One wall is 


painted white brick; the other is paneled in glass with bleached wood studs. The 
entire lay-out is designed to catch the customer's eye and lead her interest from 


the moment she steps into the salon. 


WASHINGTON, D. C.— Ultra-modern 
in design, Hahn’s new “visual front” 
store at 3113 — 14th Street, N.W., is 
a complete break from pre-war store 
styling. The entire front is glass, set 
about 15 feet back from the street, and 
reached through a _ store-wide foyer 
paved with quarry red tiles which con- 
tinue back through the entire length of 
the store, carrying the customer’s eye 
and interest right into the interior, and 
showing him (or her) at a glance the 
entire store with its displays of new 
merchandise. 

One wall is painted white brick; the 
other is paneled in glass with bleached 
wood studs. The foyer is paneled on 
the right side with linen-fold chro- 
mium; on the opposite side, as well as 
from the street, it is open so that the 
approaching customer’s interest is at 
once caught by the long, low, glass dis- 
play case which takes the place of a 
wall there. 

The roof, which comes out over the 
foyer, has a three-foot panel of the 
tinen-fold chromium running straight 


across its front, and the Hahn name 
is displayed above this on a white rec- 
tangular sign. 

Inside, the dominating color scheme 
is warm red and dazzling white, with 
warm contrast in the sage green rug 
and bleached wood or bleached wood 
and green display cases for bags, hos- 
iery, and accessories. Framed plaques 
along the wall are arranged for mov- 
able aluminum display shelves for shoes 
and bags. 

The store features the most modern 
fluorescent lighting from round ceiling 
apertures, as well as spot lights, to 
bring out the merchandise on the dif- 
ferent display shelves and cases. 

Actual stock rooms are behind the 
glass-paneled walls, reserve stock at the 
rear wall, which is paneled in Cali- 
fornia redwood. There are separate de- 
partments for men’s, women’s, and chil- 
dren’s shoes in the store. 

William N. Denton, Jr., was the local 
architect; Ketchum, Gina & Sharp of 
New York were consulting architects; 
M. Cladny was the contractor. 





Shoe Window Features 
“Black Light” 


Erm, Pa.—One of the first large 
scale uses of “black light” for merchan- 
dise display is attracting attention to 
Irving’s Shoes, 918 Peach Street, here. 
As described by an eye witness, “colors 
take on a vibrant, skeletal luminosity, 
unfamiliar to the eye, and fabrics emit 
an unworldly glimmer.” In the window 
an individual pair of shoes can be illu- 
minated to the exclusion of all other 
objects. 

“Black light” is briefly explained as 
the filtering of all color except near 
ultra-violet. To augment the effect ob- 
jects to be displayed receive an applica- 
tion of luminous paint. 


Whitehouse & Hardy Open 


Fifth Avenue Unit 


New YorK — Whitehouse & Hardy 
has opened a new shop for the sale of 
men’s shoes and furnishings at 695 
Fifth Avenue, in the heart of New 
York’s most famous shopping center. 

The store’s physical layout has been 
built around coordinated merchandising 
of Whitehouse & Hardy shoes with a 
complete selection of quality men’s fur- 
nishings. Similarly, interior display 
units are used to feature shoes with 
various combinations of other men’s 
wearing apparel. 

Charles P. Durkin, president of the 
company, is currently managing the 
new outlet. 
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MEN'S SLIPPERS 


meer —~ 





Men's Brown Crushed Elk Leather 

High Cut Uppers of Good Grade 

Leather Soles, Rubber Top Lift 
Heel—Felt Lined. 


$2.95 net 
F.0.B. N. Y. 





No. 840 


Men's Sizes 6 to I1. 36 pr. to case 
Minimum Orders 18 pairs 


Immediate Delivery 
KANDEL SHOE COMPANY 


Men's and Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 








Pipe-Tones 


ANGUS CHECK 


Rich, Hound's-Tooth Pattern 
$2.25 net 








Fabric Uppers—Fully Cut Long Lasting Leather 
Soles — Shock Absorbing Heels — Crush-proof 
counters through superior construction. 
Colors: BROWN, BLUE AND RED 
Sizes: 6-11 36 pr. to case 
Minimum Order 18 prs. to a color 
IMMEDIATE DELIVERY 


KANDEL SHOE COMPANY 
Men's and Boys" Fine Shoes 
114 Reade Street New York 13, N. Y. 














Advocates Free Market 
For World Rubber 


AKRON, OHIO. — Recommendations 
that serious consideration be given to 
returning crude rubber to a free-market 
basis at the end of this year, and that 
the government sell or lease to private 
industry its facilities for producing 
American-made synthetic rubber as 
s00n as the world shortage in rubber 
supply is eased, were made here by 
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John L. Collyer, president of The B. F. 
Goodrich Company, a short time ago. 


Mr. Collyer’s appraisal of supply, 
progress, costs and outlook for crude 
and American-made rubber was the 
ninth in a series of rubber studies the 
company has issued since 1940. 


Establishment of free market condi- 
tions, Mr. Collyer’s analysis pointed out, 
would be the first step toward achieving 
the economic benefits long foreseen as 
chief by-products of the coming com- 
petition between crude and American- 
made rubber. He listed these benefits 
as lower-cost finished products, wider 
use of rubber in new applications, 
broadened markets and increased em- 
ployment possibilities. 


As things stand now, the study shows, 
general-purpose rubber could be manu- 
factured and sold by private industry 
at a 600,000-ton-a-year rate for be- 
tween 15 and 17 cents a pound, includ- 
ing plant amortization, selling expense 
and return on invested capital. The 
current U. S. delivered cost of Far East 
crude rubber is between 25 and 26 cents 
a pound. 


“For the present, of course,” the 
Collyer report says, “World-wide de- 
mand for rubber is such that it is im- 
possible to get a true picture of how 
preference for crude rubber will stand 
up with the indicated differential of 
eight or more cents a pound.” How- 
ever, it said that “some time in 1947” 
the available supplies will be “such as 
to allow manufacturers a free choice of 
one or the other—or both in varying 
combinations—on the sound basis of 


price relation to finished-product per-" | 


formance.” 


Discussing technical progress, the 
study said that “as of now, and taking 
the realm of large-tonnage uses as a 
whole, crude rubber still has the ad- 
vantage in performance.” It added, 
however, that great progress has been 
made since the early months of this 
country’s experience in using American- 
made rubber. 


The B. F. Goodrich study included a 
ebart outlining probable world con- 
sumption of rubber for the first three 
postwar years. It indicated that the 
United States’ total rubber consumption 
requirements would be one million tons 
this year, 900,000 in 1947, and 800,000 
in 1948—still well above the 651,000 
tons consumption of 1940, last normal 
prewar year. The predicted minimums 
of American-made rubber to meet con- 
sumption needs were shown, as: 740,000 
tons this year; 500,000 in 1947, and 
250,000 in 1948. Over the same period, 
crude rubber supply to this country was 
forecast as 360,000 tons in 1946, 500,- 
000 in 1947, and 650,000 in 1948. In 
each of these years 100,000 tons would 
be going into the building of adequate 
working stocks and stockpiling. 
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CHILDREN'S BOOTS 


6 Oe er 





“CHICO” 


STOCK “CHICO” BOOTS AND PLEASE 
AMERICAN SMALLFRY. STURDY, 
WELL-CONSTRUCTED BOOT IN NAT- 
URAL LEATHER WITH CLEVER DE- 
SIGNS IN COLORS. ae oe 


#129, Child's 
boot, sizes 8-2 
$3.25 


36 pairs per 
case 


F.O.B. 
BROWNSVILLE 
NET TEN DAYS 


Rio Grande Importing Co. 
BROWNSVILLE, TEXAS 














WOMEN'S SLIPPERS 


6 Ae, 6 re ee 


Women’s 


HEAVY WEIGHT FELTS 
Full Quilted Linings 
HARD LEATHER SOLES 


$2 -00 





#102 Wine 
#103 Royal Blue 
5 to 9 Half Sizes 
36 Pairs to case. 18 Pairs Mini- 
mum Order. 


In Stock - Immediate Delivery 


HARPER & KIRSCHTEN 
SHOE CO. 
323 W. MONROE ST. 
CHICAGO 6, ILL. 









































Trimfoot’s Easy Method for Increasing Your Profits! 


Because many women cannot wear fashionable footwear with complete comfort, increasing 
numbers of shoemen rely on Trimfoot to assure shoe satisfaction! Wafer thin Trimfoot 
appliances slip into the daintiest shoe... and give maximum comfort. To build extra 
sales and profitable repeat business write today to Trimfoot and ask the Trimfoot 
Man to visit your store. You'll recognize him by the dollar bill in bis breast pocket. 

















Here’s What Trimfoot Does For You 


1. Saves sales ... by making shoes feel better on 
the foot ...and by making shoes fit better on 
odd-size feet. 


2. Minimizes returns ...by relieving discomfort 
that the customers might blame on shoes. 


3. Stops shoppers, builds repeat customers for 
your store... by giving relief and comfort in 
high style shoes. 


4, Gives more profit per sale... by carrying an 
unusually generous mark-up! Puts more mon- 
ey in fitter’s pay envelopes, too. 


Fitters: After you've sold one pair of Trimfoot 
appliances to fit the new shoes of your cus- 
tomer ...ask her to try another pair in her 
old shoes. You'll be happily suprised at the 
increased income you'll earn with these 
“double” sales! 





TRIMFOOT COMPANY 
TRIMFOOT TERRACE 
FARMINGTON, MISSOURI, U. S. A. 
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News of the Sulesmin dill Suyoliers 


Rudolph Named to 
Tober-Saifer Staff 


St. Louis, Mo.— The Tober-Saifer 
Shoe Manufacturing Company has re- 
cently announced the appointment of 
Morris Rudolph as sales representative 





MORRIS RUDOLPH 


for Michigan. He will carry the na- 
tionally advertised lines of Jolene and 
Victoria Cross Shoes. 

Mr. Rudolph has been active in the 
shoe business for the past twenty years 
and is recognized as an authority on 
merchandising, styling, buying and sell- 
ing of women’s styled footwear. He 
has recently resigned as buyer of wom- 
en’s footwear at Stix-Baer and Fuller 
Company, St. Louis, a position which 
he held for many years. 

The Tober-Saifer Shoe Manufactur- 
ing Company has announced plans for 
the expansion of the national advertis- 
ing of Jolene and Victoria Cross Shoes. 
Full color pages will be used in all 
leading fashion magazines this Spring. 





Forms New Chemical 
Company 


BRADFORD, Mass.—The Bradford 
Chemical Corporation, manufacturers 
of industrial chemical specialties, has 
been founded by Kenneth M. Rand, for- 
mer sales manager of Libby, Rand & 
Cowan Company. 

The new concern is equipped with the 
newest type of machinery and is pres- 
ently supplying many of the diversified 
industries in the New England area 
using chemicals. 

President of the company is Mr. 
Rand; vice-president and plant super- 
intendent is James Taylor. 
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Johansen Celebrates 70th Year 


St. Louis, Mo.—Johansen Brothers 
Shoe Company, Inc., manufacturers of 
high-fashion footwear for women and 
the oldest shoe manufacturing firm in 
this city, is celebrating the 70th anni- 
versary of the firm’s founding in 1876 
by Johan and Mikkel Johansen. 

The brothers emigrated from their 
native Norway, where they were itiner- 
ant cobblers, in 1872, seven years after 
the close of the Civil War. For four 
years they worked in one of the small 
shoe factories which had been estab- 
lished in St. Louis; then they opened 
their own small and unpretentious fac- 
tory on Sixth and Franklin Avenues. So 
skillful were the brothers in their trade 
of custom shoe shoemaking and so dili- 
gent were their efforts to build the busi- 
ness that by 1880 they were employing 
60 people and it was necessary to move 
to larger quarters on Eleventh and 
Olive Streets. 

In this section, now one of the busiest 
retail areas of the city, Johansen Broth- 
ers Shoe Company continued to grow 
and gain national recognition. In 1904 
Harry G. Johansen, Johan’s son, joined 
the firm. Today he is the company’s 
president. 

In 1910, when fashion began to dic- 
tate the gradual lifting of women’s 
skirts, the firm stopped making chil- 
dren’s and misses’ lines to concentrate 
on high-fashioned footwear for women, 
a specialization which soon brought re- 
wards in countless new orders from all 
over the nation. In 1926 when the firm 
celebrated its 50th year the name 
Johansen was still unknown to the pub- 
lic. Nine times out of 10 the retailer 
sold the firm’s shoes under his own la- 
bel. It wasn’t until 1948 that an ad- 
vertising campaign was undertaken to 
familiarize the consumer with the name. 
The campaign met with great success 
and served to intensify demand for the 
shoe. Today the Johansen name is 
known wherever fine shoes are sold. 

In addition to its St. Louis factory 
and 500 retail outlets, Johansen last 
August acquired the Valley Shoe Cor- 
poration to manufacture women’s qual- 
ity footwear which is sold to nearly 170 
department stores and shoe stores. 

The Johansen firm is still owned and 
operated by the same family with mem- 
bers of the third generation now associ- 
ated with the business. Harry G. 
Johansen is president; Harry B. Johan- 
sen, vice-president of manufacturing 
and a director; Paul E. Johansen, vice- 
president of production and a director, 
and J. Roger Johansen, who is engaged 
in sales activities and who also serves 
as a director. 


Milwaukee Plant 
Doubles Output 


MILWAUKEE, WIs.—A program of ex- 
pansion that will more than double its 
shoe output was announced recently by 
Carl W. Herbst, head of the Modern 
Shoe Manufacturing Company. 

The firm has purchased a four-story 
building which will greatly expand its 
working space, Mr. Herbst stated, 
pointing out that his company expects 
to increase employees from 150 to 300 
and its daily production from 1400 to 
3600 pairs of shoes. 

The new building, which was pur- 
chased for $100,000, has 50,000 sq. ft. of 
floor space, compared to the 18,000 the 
Modern Shoe Manufacturing Company 
had in its old plant. Operations in the 
new plant have already begun. 





Joins Vaisey as Vice-President 


ROCHESTER, N. Y.—Spencer C, Vaisey 
has joined the S. B. Vaisey Shoe Co., 
here, as vice-president in charge of 
sales, according to an announcement by 





SPENCER C. VAISEY 


his father, S. B. Vaisey, president of 
the firm. 

The younger Mr. Vaisey was dis- 
charged from the Army Air Forces last 
August as a major after flying 146 mis- 
sions over the “Hump,” as well as a 
series of trans-oceanic flights from the 
United States to Europe and South 
America. Major Vaisey twice received 
the Distinguished Flying Cross and the 
Air Medal. 

He plans to make periodic trips for 
the Vaisey firm, which manufactures 
Jumping Jacks, shoes for children. 
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Shoe Men Elected to Office 
In Controllers Institute 


New YorK—Three shoe executives 
have been elected to local offices of the 
Controllers Institute of America, ac- 
cording to an announcement from the 
New York office of the organization. 

Peter Krommann, controller of Hol- 
land-Racine Shoes, Holland, Michigan, 
has been elected president of the West- 
ern Michigan Control of the Control- 
lers Institute of America. 

At the annual meeting of the St. 
Louis Control, Robert O. Monnig, 
comptroller of the International Shoe 
Company, was chosen vice-president. 

P. L. Hockman, assistant treasurer 
of O’Sullivan Rubber Corporation, 
was re-elected director of the District 
of Columbia Control of the same or- 
ganization. 

The institute is a technical and pro- 
fessional organization of controllers 
devoted to the improvement of con- 
trollership procedure. 


Monogram Changes Name 


St. Louis—The board of directors 
and stockholders of the Monogram 
Slipper Company have voted to change 
the name of the company to Monogram 
Footwear, Inc. The measure was de- 
cided upon because of the diversification 
of the company’s styling. 

All officers and directors, as well as 
the financial structure and policies of 
the company remain intact. 





Marks 40 Years with Goodyear 


Akron, Ohio.—F. Jasper Biake, left, 
dean of Goodyear Tire & Rubber Com- 
pany's world-wide sales organization and 
presently shoe factory representative 
for Goodyear in the New England area, 
recently completed 40 years’ service 
with the company. He is shown with 
P. W. Litchfield, Goodyear chairman of 
the board, who presented him a pin 
symbolizing present length of his Good- 
year career. Continuously associated 
with sales since joining the company in 
1906, Mr. Blake has been employed ex- 
clusively in the shoe industry since en- 
tering the business world. Before joining 
the company he worked in shoe factories 
in New England where he made lasts and 
patterns for shoes. He has a thorough 
knowledge of shoe construction and 
could step into the last and pattern de- 
partment of a factory and be thoroughly 
at home. 
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Fox Shoe Has Increased 


Space at New Site 


New YorK—The Fox Shoe Mfg. 
Corp. is moving this month from 148 
West 24th Street to 826 Broadway, it 
was reported by Barney Fox, president 
of the firm. The new site is a full floor 
containing 11,600 square feet which 
will house the factory, office and show- 
room. 

The new Fox factory will be modern 
in every detail. . Most of the machinery 
and equipment will be new. Individual 
motors will be used throughout the fac- 
tory. Set up for a maximum efficiency, 
the floor is said to be architecturally 
ideal from a production viewpoint. 
Every consideration has been given to 
detail in order to guarantee as smooth 
a flow of shoe production as is possible, 
Mr. Fox said. A great deal of atten- 
tion has been given to the lighting in 
the new factory. In addition to the 
excellent natural light directed at the 
floor, the factory will be equipped with 
a large number of fluorescent lighting 
fixtures. 

Eventual production will be 600 pairs 
daily, Mr. Fox stated, in contrast to 
the present 250 daily pairage. The 
construction will remain the same as is 
now used, the Sbicca-del-Mac construc- 
tion. 

During the past eleven years of op- 
eration, the firm has been producing 
street and dress footwear, the featured 
shoe being the d’orsay pump, which is 
noted for the fitting features and in 
which Mr. Fox takes great pride. “The 
pump chassis”, he maintains, “must de- 
note real shoemaking art.” In the 
new enlarged location the Fox line will 
be extended to include many types of 
footwear not being produced at the 
present time. 

Barney Fox, who has been in the 
shoe business for the past 36 years, 
heads Fox Shoe Mfg. Corp., a member 
firm of the Guild of Better Shoe Manu- 
facturers. Howard Fox, a son who re- 
cently entered his father’s business, is 
secretary, and J. M. Ancell is treasurer. 


Colonial Introducing 


Suede Calf Leather 


Boston, Mass.—Kivie Kaplan of the 
Colonial Tanning Company, Inc., an- 
nounces that Colonial is now in a posi- 
tion to offer the very highest quality of 
suede calf and suede sport calf in black, 
white, and brown. This calf leather 
is manufactured by Leach & Heckel, of 
Salem, Mass., and will be produced for 
the time being in limited quantities. 

Only the best available raw stock 
will be used, according to Mr. Kaplan. 
The women’s weight will be made on 
lightweight calf skins and slunks, and 
the heavier weights—the sport calf— 
will be made on the heavier weight calf 
and trimmed kips. The heavier weight 
will be suitable for men’s shoes, and 
unlined sport shoes for women and men. 
Production is starting almost immedi- 
ately. 


Joins Father at Consolidated 
Footwear Corp. 


Stanley Macht, after two years of de- 
stroyer duty in the Navy, is joining 
Consolidated Footwear Corporation, ac- 
cording to an announcement from his 
father, Jack Macht, vice-president of 
the firm In charge of the New York office. 
The first of five sons to join his father in 
the business, the younger Mr. Macht is 
presently learning the shoe trade at the 
firm's factory in Malone, N. Y. Eventually 
he will enter the sales division. 





Florida Firm Uses 
Unusual Skins 


DAYTONA BEACH, FLA.—The Fla- 
mingo Shoe Factory specializes in origi- 
nal designs and uses the most exotic 
materials in the trade, according to the 
firm’s founder, Thomas O’Byrne, who 
for 22 years operated a chain of fac- 
tories out of Skowhegan, Me. 

“We are interested in making fine 
shoes,” he said. “But we are doing 
more. We are making shoes from ma- 
terials which are not only hard to get, 
but, in some cases, absolutely new to 
the trade.” 

Serranida is a case in point. It’s 
made from the skin of large deep sea 
bass by a special process. Shoes of ser- 
ranida are already making their ap- 
pearance, according to Mr. O’Byrne. 

Another experiment which is paying 
dividends is the manufacture of shoes 
from Florida diamondback rattlers. The 
snakes are caught by Ross Allen, famed 
snake tamer from Silver Springs, Fla. 

Working for Mr. O’Byrne is Ralph 
Couillard, who grew up in the shoe 
business and who for many years de- 
signed shoes in Paris. Mr. Couillard 
creates all Flamingo designs and is also 
general superintendent of the factory. 

The Flamingo line features shoes 
made of cobra, alligator, rattler, sea 
bass and Calcutta and iguana lizard. 

The factory which now employs 50 
people is shooting for a production of 
between 500 and 600 pairs of high- 
quality shoes per day. The shoes are 
sold in most Southern states and also in 
some Northern states. Frank Musson 
is on the road for the company and 
Arthur Machin is sales manager. 
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FELT GAITERS 


ET 6 
















9 8-9" Sizes 
6/12 $1.85 


11 10-11" Sizes 
6/12 $2.00 


15 14-15” Hunt- 
ing Style 
$2.7 


IMMEDIATE 
DELIVERY 


All Wool Knit Gaiters, Dou- 
ble Felt Soles, Felt Heel. 


ne ATI 


411 ESSEX ST. SALEM, MASS. 





X-RAY SHOE FITTERS 
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PRIMEX ....«..... 


west imitated shoe fitter. 
Sur circular tells you why 
eo «-c WA « 2 6 


PRIMEX EQUIPMENT CO. 
198 Se. LaSalle St., Chicago 3, Ill. 




















6 8 re OP 


PRICE TICKETS 
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CHRISTMAS PRICE TICKETS 


“ wide, 244” high 
XMAS" COLOR Select from 109 prices 
30¢ per doz., 12 doz. $3.00 
WRITE FOR FREE SAMPLES 
aS RANTS SERVICE DEPT. 
CHICAGO 4, .. 
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Buy Savings Bonds 
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What’s New 


Shower Toes 


Kelly Rubber Co., Masillon, Ohio, 
has announced that Shower Toes—a 
heeless strapless roll-on toe rubber for 
ladies’ open or closed-toe shoes are 
available in unlimited quantities. 
Shower toes are noted for their light 
weight and “second-skin” trimness. 
They include an attractive and com- 
pact waterproof carrying pouch about 
the size of a coin purse and are avail- 
able in black and brown in small, me- 
dium and large sizes. 





Pre-War Shoe Trees 
Return to Market 






Resumption of manufacture of Yellow- 
jacket, rust-proof shoe frees has been 
announced by the Paul and Beekman Di- 
vision of Portable Products Corp., Phila- 
delphia. Popular with users some years 
ago, the shoe trees were removed from 
the market when the division began to 
devote its production facilities to the 
war effort. The shoe frees are construct- 
ed of aluminum for strength and light 
weight, and are carefully finished and 
polished. Each pair weighs only six 
ounces. An outstanding design feature 
makes them readily adjustable for men's 
shoes in any size between 6 and 1112, 
and for women's shoes in any size be- 
tween 5 and 8. 





Plastic Shoe Horns 


. Plastic shoe horns made in a variety 
of attractive colors are featured by 
Philip Fishman Co., Boston, Mass. The 
shoe horns have been used successfully 
as a premium item. 





General Shoe Issues 
Employee Booklet 


NASHVILLE, TENN.—General Shoe 
Corporation has recently issued a 40- 
page booklet for its employees. Termed 
“a book of facts about your company,” 
the brochure includes an explanation of 
the work of the personnel men, fore- 
men, superintendent, and others. Also 
included are sections on pay, vacations 
and holidays, insurance and hospitaliza- 
tion. Each employee received a copy. 
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MEN'S 
HEAVYWEIGHT FELTS 


HARD LEATHER SOLES 
Rubber Heels 





$9.00 


Per Pair 









#1089 
Oxford Grey 


7 to 1|—Half Sizes 
24 Pairs per case Minimum Order 
In Stock—Immediate delivery 

HARPER & KIRSCHTEN 


SHOE CO. 
323 W. Monroe St., Chicago, Ill. 











U. S. Rubber 
Declares Dividend 


New YorK—The board of directors 
of United States Rubber Company has 
declared a quarterly dividend of 75 
cents a share and an extra dividend of 
$1 a share on the common stock, from 
earned surplus as of Dec. 31, 1945. This 
makes a total of $4 declared on the 
common stock this year. 

The directors also declared a quar- 
terly dividend of $2 a share on the 8 
per cent non-cumulative first preferred 
stock, from net earnings of the com- 
pany during the year 1946. This makes 
a total of $8 a share declared on the 
preferred stock this year. 

The quarterly dividends on both the 
common and preferred stocks are pay- 
able Dec. 9, 1946, to stockholders of 
record Nov. 18, 1946. The extra divi- 
dend on the common stock is payable 
Jan. 6, 1947, also to stockholders of 
record Nov. 18, 1946. 
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EFFACING 


FLEXIBLE 
IN USE 





N 
WASTE SPACE 
WITH THIS GENERAL DISPLAYER 
3 crystal-clear piate glass tiers sup- 
ported by beautiful Lucite uprights %4” 
diameter. Total height 34”, width 12”, 
length 30”. Space between § 
tiers 14%”. Price complete— 7 


HECHT FIXTURE CO. 


Since 1892 
212 S. Franklin St. Chicago, Ill. 
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SHOE STORES WANTED 
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WOULD YOU SELL YOUR STORE? 


We are interested in buying with these 3 
purposes in view: 
1. To buy as a going business and continue. 
2. To buy and liquidate stock on premises. 


3. To buy and remove stock to our own re- 
tail stores. 


We buy for cash—no stock too large or too 
small. It inquiries will be treated with 
utmost confidence. 


Drop us a line and see if we can get together. 


RIPS ASSOCIATES 
DEPT. 8B. 


13072 Washington Ave. 
St. Louis 3, Mo. 
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METATARSAL PADS 











RUBBER MET PADS 
$4.80 per gross prs. 
Send for illustrated circular showing 
all sizes and shapes carried in stock. 


SCHILLER'S METLONGS 
4126 Perlite Ave., Los Angeles 26, Callf. 


= 40 | Waterproof Footwear 
ay 


| Perfects New Type of 


MISHAWAKA, IND.—A superior type 
waterproof footwear for industrial 
wear as well as for dress or sports, 
has been made possible through the use 


A new type of waterproof footwear for 
industrial and other uses. 


of radically different methods developed 
by scientists of the Mishawaka Rubber 
& Woolen Mfg. Co. The new super- 
quality footwear, known as Ball-Band 
Liqua-Tex, is more flexible and lighter 
in weight, which means greater comfort 
—a highly desirable feature in any type 
of rubber footwear. 

The new process of sealing the foot- 
wear in liquid latex was started by the 
company before the war; however, pro- 
duction was interrupted by war-time 
material shortages and extensive man- 
ufacture of war products. 

Although equally applicable to high 
style items as well as types designed 
for industrial or sports-wear, recent 
production has been limited mainly to 
industrial footwear designed for use 
where light weight and flexibility, as 
well as satisfactory wear under adverse 
conditions, are essential. Ball-Band 
Liqua-Tex footwear has been worn and 
thoroughly wear-tested by coal miners 
under varying conditions and has clear- 
ly demonstrated its superior features. 
It is much lighter and yet has given 
better service than comparable con- 
ventional mine footwear. Miners pre- 
fer Liqua-Tex mine shoes for their 
light weight and comfort, coupled with 
long wear and the absence of seams 
that might leak. 

In contrast to other types of rubber 
footwear which largely depend on vul- 
canization to weld the separate rubber 
parts together, this Liqua-Tex Mine 
footwear is literally sealed in liquid la- 
tex before it is heat cured. The result 
is a thoroughly waterproof, seamless 
upper and a smooth sleek appearance 





Shoe Firm Incorporates 
LOWELL, Mass.—The Scottie Shoe 














Company, has been granted a charter 





of incorporation by Massachusetts 
Secretary of State Frederic W. Cook. 
The firm’s incorporator’s are listed as 
Walter I. Mascott, William Levine, Ar- 
nold G. Goodman, Reuben E. Goodman 
and Mae L. Mascott, all of Lowell. 





Company Magazine Used 
To Introduce Workers 


BrRocKTON, Mass.—Because so few of 
its factory workers were acquainted 
with the office workers, W. L. Douglas 
Shoe Co. recently devoted a full page 
of its house organ “Spark” to intro- 
ducing several of the department heads 
in the office and some of the factory 
foremen. In this way, the company 
hopes to familiarize each group of 
workers with the others. 





Tober-Saifer Introduces 


New Line 


St. Louis, Mo—The Tober-Saifer 
Shoe Manufacturing Company has an- 
nounced the addition of a new line of 
shoes to the group of nationally adver- 
tised lines which they have been fea- 
turing. 

The new line of high styled, exotic, 
low-heel evening sandals will be known 
as “Orchids,” which are being manu- 
factured at the new Tober-Saifer plant 
No. 3 here. 

A complete national advertising pro- 
gram is being planned to introduce the 
shoes to fashion-minded women. The 
first ad will appear in the Dec. 15 issue 
of Vogue. It will be followed by a series 
of color pages in leading fashion 
publications. 


English Shoe Men Visit Selby 








Portsmouth, Ohio.—Among recent vis- 
Hors to the Selby Shoe Company here 
were James Lilley, (left), director of 
Lilley & Skinner, and George Abbott, 
(right), buyer for Lilley & Skinner Ltd., 
London, England. Messrs. Lilley and Ab- 
bott buy and merchandise Selby Styl-eez 
shoes throughout England. In addition to 
being retailers, they are entering the 
manufacturing business, having recently 
acquired the two factories of George 
Green and Sons, Lid., of Leicester, Eng. 





New Shoe Jobber in St. Louis 


St. Louis, Mo.—The Towne Shoe 
Corporation, 1212 Washington Avenue, 
has been incorporated by Will and Bert 
Hoffman, Irving Margolin and Julius 
Gassman with $12,000 authorized capi- 
talization to transact the business of 
shoe jobbing. 





Boot and Shoe Recorder 
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COLISEUM BOOTS 
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ORIGINAL 


Often Copied Never Equalled 


COLISEUM BOOTS 


Nationally Advertised 


$6.25 


COLISEUM 
Zipper Model 


Brown Cowhide Uppers 

Rich Shearling Collars 

Warm Fleecy Linings 

Non-Skid Rubber Soles 

Felt Insulated Platforms 

Secure Lockstitch Construction 
40 Below Protection 
® Ladies’ Sizes 4-9 


Also Available | 
| 
| 
| 
| 
| 





ARENA BOOTS 
Lace-Up Model — $5.75 








MARATHON SPORTING SHOE CO., INC 


116 Duane St., New York 7, N. Y 





New Van Arden Plant 


New YorK—A new two-story build- 
ing in Long Island City will be the 
home of Van Arden, Inc., this month 
when the firm, maker of high-grade, 
hand-made footwear moves from its 


Van Arden plant will be new, with 
eventual production capacity at 600 
pairs a day. The present force will be 
increased from 100 employees to ap- 
proximately 200, estimates Mr. Philip- 
son. 

Officers of Van Arden, Inc., are Stan- 
ley J. Philipson, president; B. Seelen, 
vice-president and Samuel J. Philipson, 
treasurer. The board of directors con- 
sists of the officers and H. Harold Bach, 
vice-president of National Safety Bank 
& Trust Co., and Aaren Roct, vice- 
president of Herman Seidman & Co. 
Van Arden, Inc., is a member firm of 
the Guild of Better Shoe Manufac- 
turers. 


Van Arden, Inc., was organized five 
years ago by Samuel J. Philipson, one 
¢ of the beloved deans in the shoe manu- 
facturing business. Four generations 
of the family have followed the Philip- 
son tradition of fine custom shoemak- 
ing. Samuel Philipson’s grandfather 
made hand-sewn welts in Birmingham, 
England, and his father, who came 
to this country many years ago, fol- 
lowed the Philipson tradition. The 
fourth generation is now represented 
by Samuel Philipson’s son, Stanley J. 
Philipson. As a background for his 
shoemaking career he is a graduate in- 
dustrial engineer and has held produc- 
tion posts in shoe factories. 


Joins Pilot Shoe 


present site at 136 West 22nd Street} 


to 38-01 35th Avenue, Long Island City, 
according to Stanley J. Philipson, pres- 
ident of the firm. 

The building, constructed only seven 
months ago, will be one of the most 
modern shoe factories in the country, 
stated Mr. Philipson. Occupying a 
corner site, the Van Arden acquisition 
is a brick and glass building, with a 
flood of light streaming in on all four 
sides and a number of skylights. For 
maximum efficiency there are 96 flu- 
orescent lights. 

Many modern conveniences are to be 
found in the new Van Arden plant, in- 
cluding venetian blinds on all windows. 
A roof garden will be installed next 
Spring for the convenience of em- 
playees. In addition there is localized 
heating equipment, with individual 
thermostats for each section of the 
building. 

The machinery and equipment in the 


December |, 1946 


U] 


Joel Berman has joined the Pilot Shoe 


Company, Baltimore, Md., after being 
discharged from the Armed Forces. He 
will represent the firm in Ohio. 








Marx Resigns from Wellco 


NEw YorK—Walter Marx has an- 
nounced his resignation as general 


sales manager of Wellco Shoe Corpora- 


tion in order that he may devote his en- 
tire time and attention to the business 
of Marx & Newman Co., Inc., 47 West 


34th Street, here. The latter firm will 


specialize in the importation of shoes 
from South and Central America and 


other countries. 


In view of Mr. Marx’ resignation, the 
Wellco Shoe Corporation plans to open 


its own sales office in New York. 
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MEN’S OPERA 


BROWN ALLIGATOR 
Imitation Leather 


2.25 


H-8025 
Sizes 6 to II 


FULL PLATFORM—LEATHER SOLES 
CALIFORNIA CONSTRUCTION 
IN-STOCK for Immediate Delivery 


P.H. VOLK & CO., INC. 


2-4 Lombard St., Baltimore 1, Md. 


SHOE STORE SUPPLIES, INC. 
also VOUS itt ath St. Phila., Pe. 
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WORK SHOES 
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Men's Steel Toe Safety Shees 
Men’s Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Hollistos, Massechasetts 
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SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 








HERE IS THE OUTSTANDING. SALES 
OPPORTUNITY OF THE YEAR 


Salesmen Wanted to sell Manufacturer’s Line of Women’s Nationally adver- 
tised Shoes. Must have car and acquaintance of best Department Stores and 
Retail trade. We have established trade in all territories. Line must be 
carried exclusively. Following territories open: New England, New York, 
New Jersey, Long Island, Pennsylvania, Illinois, Missouri, Minnesota, Wis- 
consin, North and South Dakota, Iowa, Nebraska and Kansas. Give full de- 
tails. All replies will be treated confidentially. 


Address: Box 401, care of BOOT AND SHOE RECORDER 
10 High Street, Boston 10, Mass. 














The following territories are now 
available to top-notch women’s foot- 
wear salesmen: 


Pennsylvania, -Maine, Vermont, New 
Hampshire, Mississippi, Louisiana, Ar- 
kansas, Oklahoma, Missouri, Kansas, 
Iowa, Nebraska, Wisconsin, Minnesota, 
South Dakota, New Mexico, Colorado, 
Utah, Idaho, Nevada, Alabama, Florida, 
Georgia, Tennessee, Delaware, New 
Jersey and the Hawaiian Islands. 


PRODUCT—‘Play-Mox”’, a quality, all- 
leather, soft-sole, Indian-style ladies’ 
moccasin made in full sizes and na- 
tionally advertised. 

Men selected must have excellent fol- 
lowing and be well established in the 
territory desired. In reply, advise how 
frequently and how thoroughly terri- 
tory is worked; how long you have 
worked the territory; lines represented; 
age: business and financial references, 


TRES HERMANOS, attention: 
LEONARD S. HARTMAN 


309 North Third Street 
Albuquerque, New Mexico 





SALESMEN WANTED 





To sell nationally advertised MARY JANE 
Shoes, America’s fastest popular price line of 
Ladies’ Novelty Shoes, Sports and Casuals. 





SALESMEN WANTED 

FOR A NEW YORK MANUFACTURER, 
Men's, Boys’, Women’s, and Children’s soft 
and hard sole slippers. Fabric and leather 
For the following territories: North and 
South Carolina, Georgia, Oklahoma, Alabama, 
Arkansas, Florida, Louisiana, Tennessee. and 
West Virginia. Commission basis. State terri 
tory desired and line now carried. 

Address 374, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 





Our resources now enable us to increase the 





number of sales representatives in the follow- 
ing territories: New England, Middle Atlantic, 
Mid-West, Southwest and West. This is an op- 
portunity to tie up with the aggressive MARY 
JANE organization. Write today — 


MARY JANE DIVISION 
of 
JOHN IRVING SHOE CORP. 


SALESMEN 


One of the finest Shoe Ornament Houses 
has the following territories open: 
i Ohio 
Califo rivanis 
Washington State a 
Oregon 
The Dakotas Maine 
Illinois Montana 
We will only give consideration to men 
who have active accounts consisting of 
Chains, Jobbers, and Retailers in their 
territory. Our line is one of the best 
and the prices are definitely competi- 
tive. Highest commission basis. Refer- 
ences required. 
Address 372, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y 








109 Beach Street, Boston, Mass., c/o Sales Manager. 








territories open. Address #399, care Boot & | Strictly commission basis. Address: Box 
eo 100 East 42nd Stret, New York | #B-410, care of Boot and Shoe Recorder, 10 


ALESMEN: Shearling Slippers, Men’s, Wo- | SALESMEN TO REFRESENT LINE of 
men’s and Children’s. Commission basis. All Growing Girls Goodyear Welt Sport Types. 





WANTED 
SALESMEN WHO ARE CARRYING 
REPUTASLE LINES, to handle side 
line of Ladies’ Leather Play Shoes and 
Nationally advertised Children’s Slip- 
pers, manufactured by established con- 
cern, to cover areas in South, Middle- 
west and New England. 
Address 382, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 





High Street, Boston 10, Mass. 








CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 10 cents a word under any of our classified headings. Minimum rate is $1.80 
pk insertion. When a bax number is desired, addressed to any of our offices, 12 words must be added for this and charged 
* — oe rate. If advertiser’s own name and address is used, count each word (street number is one word) at word rate. 

ja ied advertising is payable in advance. Send check or money order with your copy. No accounts are opened for classified 


advertising except for reguiar advertisers on contract. 


The rate for all displayed or boxed in classified advertisements is $7.00 an inch with a maximum of 46 words per inch. 
= Advertisements for this page must be in our New York Office 10 days preceding publication dete 








Boot and Shoe Recorder 
































SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








pertinent information. 


SHOE SALESMAN WANTED 


LIVE WIRE NOVELTY HOUSE WITH A TERRIFIC 
LINE OF ALL LEATHER LADIES’ NOVELTIES, 
to retail at $5.00. Only experienced Salesman with 
following need apply. This is a real opportunity for 
a go-getter. Write, giving territories covered and other 


Address 383, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 











SALESMEN 


To carry a line of American and 
Canadian made camp Moccasins 
carried in-stock by a well-estab- 
lished distributor. This will be a 
very profitable sideline as nearly 
every Shoe Department is low on 
Moccasins. Give age and line you 
are now carrying. All correspon- 
dence confidential. 


Address Box #346, c/o BOOT & SHOE RECORDER 
209 Se. State Street, Chicago 4, Ii. 








SALESMEN WANTED 


SALESMEN earrying high 
grade shoes to represent New 
England manufacturer makihg 
Nationally known, fast selling 
quality play-shoe and Slippers. 
Territories open to California. 


Address 381, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 








AMERICA'S LEADING POPULAR - PRICED 
MOCCASIN MANUFACTURER desires repre- 
sentation in Mid-West, North-West, West 
Coast and South, calling on retailers, depa:t- 
ment stores and small chains. SIDE LINE, 
COMMISSION BASIS. Give references. Moc- 
casins retail $3.50-$5.00. 

Address 377, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 








Experienced Salesmen 


Selling better Shoe Stores and 
Department Stores to handle 
side line of imported Sisal Shoes 
from Haiti, with Rope Sole and 
Leather. Sole; Handbags to 
match. All territories open ex- 
cept Southwest and Coast. We 
work on a commission basis. 
Contact the 

TENAJ IMPORT CO., Inc. 

1415 N. E. 2nd Ave., Miami, Fic. 

















December |, 1946 


SHOE SALESMEN WANTED 


On commission basis, to carry Line of 
popular priced Women’s Sport Shoes 
for large Distributor who can supply on 
immediate delivery basis. Answer ter- 
ritory desired and full particulars. 


Address 350, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








MUTUAL SHOE CO.), Inc. 


Desires experienced resident salesmen 
with established trade to handle fast 
line of Women’s Novelty Shoes at popu- 
lar prices in the following territories: 

OHIO AND WESTERN PENNSYLVANIA 

INDIANA AND KENTUCKY 

TEXAS AND ARIZONA 

MICHIGAN AND ILLINOIS 

WISCONSIN AND MINNESOTA 
Write giving full details of past and 
present connections. Side line men 
acceptable. 


Address 373, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














SALESMEN WANTED BY PROGRESSIVE 

FIRM, to carry Sideline of Men’s, Women’s, 
and Children’s Fast Moving Slippers, Playshoes, 
Novelties and Casuals. All territories open; 
5% commission basis, payments one week after 
shipment. Commissions paid on re-orders. Won- 
derful opportunity to work with cooperative 
firm. Write giving full particulars. Address 
#355, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





ALESMEN, FOR SHORT LINE OF WO- 
MEN’S WELT Sports, Men’s Dress Welts; 
Immediate delivery. Commission basis. All ter- 
ritories open. Address: Box #398, care of 
Boot and Shoe Recorder, 10 High Street, Bos 
ton 10, Mass. 





ANTED: RESIDENT SHOE SALESMEN 
in Alabama, Georgia, Florida, Mississippi, 
Califérnia, Great Lakes Region, Middle At- 
lantic States and the Southwest. We carry 
extensive lines of jobs and full regular lines of 
Women’s, Misses’ and Children’s leather Sport 
Oxfords and Boots; all runs of Camp Moc- 
casins; Men’s Romeos; Men’s, Women’s and 
Children’s Slippers. Sales on a commission 
basis. Please state experience and type of lines 
handled. Write Box #379, care of Boot and 
Shoe Recorder, 10 High Street, Boston 10 
Mass. 
SALESMEN WANTED IMMEDIATELY for 
North Dakota, South Dakota, Nebraska, Kan- 
sas, Minnesota, lowa, Missouri, Wisconsin, Ten- 
nesse, Arkansas, Louisiana, Georgia, and Texas 
Fast Line of Women’s Dress Shoes, Casuals, 
and Sport Oxfords, with a live and progressive 
house. Good opportunity for live wire to make 
a permanent and profitable connection. State 
experience and mecessary reference in first 
letter. Address #395, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 
a B. v. 


, 








EXPERIENCED SHOE SALESMAN, with 
car, for Wholesale Distributor in Middle 
west, to sell in Florida for immediate delivery 
a line of Ladies’ Play Shoes made by well-known 
Rubber Manufacturer. 6% commission paid 
weekly. Address #390, care Boot & Shoe 
Recorder, lv0 East 42nd Street, New York 
17, N. Y. 
EXPERIENCED SALESMEN with high-grade 
connections in the shoe trade to handle beau- 
tiful sideline fine Men’s and Ladies’ leather 
slippers. All territories. Address #389, care 
oot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


ALESMEN—SIDE LINE OR FULL TIME, 
Introduce big selling Airstep Pads (shoe com- 
fort accessory) to retailers. Liberal commission. 
ALRSTEP PAD COMPANY, 509 Fifth Ave- 


nue, New York City. 


FINE NEW ENGLAND MEN’S SLIPPER 
FACTORY will extend its line to a few addi- 
tional high type salesmen to cover finest stores, 
volume, Chain and Wholesale trade. This is 
an old established line of highest integrity and 
quality for year ’round selling. Lines now ready 
for 1947. Address #384, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y. 


W ANTED: EXPERIENCED TRAVELING 
SALESMEN to sell established Women’s 
and Men’s Shearling Line of Slippers, excellent 
commission earnings. The following States open: 
fexas and surrounding territory, California, 
Washington, Oregon, Missouri, Kansas, Arkan- 
sas, Oklahoma, Minnesota, North Dakota, South 
Dakota, Colorado, Nevada, Iowa, Idaho. State 
travel experience in detail. Send all informa- 
tion to: MR. IRA KATY, 65-36 Wetherole 
Street, Forest Hills, Long Island, N. Y. 


S LIPPER SALESMAN, SELL ATTRAC. 
TIVE COMPETITIVE LINE OF MEN’S. 
WOMEN’S, HOUSE SLIPPERS AND CAS- 
UALS. Good opportunity to affiliate with live 
wire organization. Side line or full time. Ter 
ritories protected. Write details. Address #380 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y 





ALESMEN: STITCHDOWNS, Factory 

direct; cases only; strictly commission basis 
Territories open, grouped as follows: 1. Texas. 
Oklahoma, Arkansas; 2. North Carolina, South 
Carolina, Georgia, Florida. 3. Alabama, Louisi- 
ana, Mississippi. 4. Tennessee, Virginia, West 
Virginia. Write giving age, experience, terri 
tory traveled, how traveled, references. Address 
#379, care Boot & Shoe Recorder, 100 East 
42nd Street. New York 17, N. Y. 


STEADY. YEAR AROUND POSITION for 

thoroughly capable and experienced shoe man: 
quality shoe store. State age, experience, and 
salary expected in first letter. I. GOLDBERG 
& SON, 29-31 NORTH MAIN STREET, Port 
Chester, New York 


SHOE SALESMEN WANTED: Wholesale 

Shoe Firm with established accounts has good 
opening for men to carry Women’s Novelties 
Casuals and Sport Shoes. Territories open: Okla- 
homa, Tilinois, Indiana, Kentucky. Can be 
carried as side line or exclusively. Drawing 
account or commissions weekly. Give full par- 
ticulars. Address #375, care Boot & Shoe 
a 100 East 42nd Street, New York 
Ty. Ue Be 


Sar ESMEN WANTED to sell well known 

Tennis Shoe Line for 1947 season. This 
short line can he carried comfortahly with 
Leather Shoes. Many state territories onen 
Address Box #493, care of Boot and Shoe 
Recorder. 10 Hich Street. Boston 10, Mass 


SIDE LINE SALESMAN WTD. 

















NEW QUALITY IMPORTED ENGLISH 
SHOE POLISH offered to shoe salesmen 
calling upon Jobbers, Chains, Depart- 
ment Stores, Retailers: liberal proposi- 
JULIUS J. ROWEN COMPANY 
1991 Broadway, New York 23, N. Y. 
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SIDE LINE SALESMAN WTD. 








FOR SALE 


HELP WANTED 











Remarkable Side Line 


Distributor of Infants’ and 
Children’s pre-welts, about 
six samples, popular price 
line. Territories available for 
experienced salesmen. In ap- 
plying state territory covered 
and full particulars. Address: 
Box B-376, care of Boot and 
Shoe Recorder, 10 High 
Street, Boston 10, Mass. 





CORK MANUFACTURER, PRESENTLY 
USA, OFFERS IMPORTED CORK for 
Shoe Industry, also finished Soles and 
Platforms in all-cork and Cork Plywood 
combinations. 


Address 404, care BOOT & SHOE io 
100 East 42nd Street, New York 17, N. 


MANAGER 
For High Grade Shoe Store in large 
Eastern City. Capable floor Super. 
visor with good background. State 
full particulars. Good income and 


future. 
Address 392, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York | 




















SIDELINE SALESMEN WANTED to rep- 
resent Jobber of Women’s Middle and Low 
Priced Novelties and Casuals. Many territories 
open to aggressive and experienced men. Ad- 
dress #385, care Boot & Shoe Recorder, 100 


East 42nd Street, New York 17, N. Y 





LASTS FOR SALE 
Approximately 3,000 pairs Ladies’, 
Approximately 2,000 pairs Boys’ for 
Stitchdown construction. 


Address 347, eare BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











HELP WANTED 











S!DELINE SALESMEN WANTED to sell 
baby shoes, commission basis. BABY LEE 
SHOE COMFANY, 3824 Olive Street, St 


Louis, Mo. 





SIDELINE SALESMEN NOW SELL- 
ING FACTORY LINES, to carry Short 
Line of in-stock Men’s, Boys’ and 
Women's Camp Moccasins. House 
Slippers and Children’s Shoes. Com- 
mission basis; Settlements twice 
monthly. State territory covered and 
other information. 


Address 407, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








RETAIL SHOE UNIT 
CONTROL EXPERT 


RARE OPPORTUNITY 
Large exclusively Pacific Coast family 
Shoe Chain wants unit control execu- 
tive to take complete charge of unit 
purchase and distribution of Women’s, 
Men’s and Children’s Shoes. Must have 
retail shoe background \ ary com- 
mensurate. Live in California. Replies 
confidential. Give complete details— 
iocene recent photo, 

Attention: Dd. SG. net in Manager, 
422 Second $ 
San Francisco (7), Coliforaia. 

















POSITION WANTED 








POSITION WANTED 


EX-NAVY Lt.—Age 36—with fifteen years’ 

executive experience in high-grade Men's 

and Women’s Shoes—looking for position 

with a future. Any territory. Can furnish 

For details write: 

Address sat, eare BOOT & SHOE ry 
100 East 42nd Street, New York 17, N. Y. 











DISTRICT MANAGERS 


for large retail shoe chain. Ex- 
perience in shoe retailing not 
necessary but heavy experience 
as a District Manager required. 
@ Excellent Salary and 
© Working Conditions. 


Box 471, Suite 1800 
Times Tower N. Y. 18, N.Y. 





SHOE SALESMAN, RETAIL EXPERI- 

ENCE, Family Shoe Store, Chain Store 
Manager; will go anywhere if offer attractive. 
Age 32; Married; Best references. LEW 
ELLISON, 1940 East Tremont Avenue, Bronx 


WANTED: SUPERINTENDENT for Chil 

dren’s Shoe Factory. One familiar with 
cement process shoes. Unusual opportunity. 
Salary and bonus. Address #391, care Boot 
& Shoe Recorder, 1221 Locust Street, St. Louis, 
Missouri. 





S HOE STORE MANAGERS, must be experi- 
enced and capable of managing volume fam- 
ily shoe store. Salary and bonus. For inter. 
view address: SUPOWITZ BROTHERS, 938 
Fenn Avenue, Pittsburgh, Pennsylvania. 





LINE WANTED 


SALESMAN WITH FOLLOWING OF 
GOOD NEW YORK CITY ACCOUNTS 
wants line Men’s Work and Dress Shoes. 
Address #365, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








Outstanding Men's Shoes 


TRAVELING SALESMAN with GOOD 
EXPERIENCE and REFERENCES— 
LARGE FOLLOWING SOUTHERN 
STATES, MEN'S STORES, SHOE 
—DEPARTMENT—CHAIN STORES, 
WOULD LIKE MANUFACTURER'S 
LINE MEN'S SHOES. 


Adgress 405, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











WiLL GIVE PROPER REPRESENTATION 
to a Factory Line of Children’s or Men's 
Shoes. Have had twenty-five years’ experience 
calling on accounts regularly, in California, Ore 
gon, Washington ; maintaining permanent sam- 
ple rooms in San Francisco, open daily. Ad- 
dress #393, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





62, New York. 





FOR SALE 








FAMILY SHOE STORE 


FOR SALE 
Established over 20 years in 
Brooklyn, N. Y. 
Good paying business . . . Carry mostly 
top notch Factory Lines. Substantial 
stock . . . Modern and well equipped 
store, Rent $200 per month; Good lease. 
VOLUME NECESSITATES THE SER- 
VICES OF THREE MEN. Will sell for 
$20,000, plus cost of inventory. An in- 
vestment rarely found in any field. 
Will submit details to Principals only. 


Address 386, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 





DISTRICT 
SUPERVISORS 


Large Progressive Shee Chain with steres 
threughout the Eastern States have openings fer 
live wire District Supervisors. These positions 
offer unlimited opportunities te the proper mea. 
Give full partieulars, age, previews employment, 


Box 765; 
1474 Broadway, N. Y. 


I'm looking for a Manufacturer's 

Line of SMART STYLES for FLORIDA, 

Delivery Dec.—Jan.—Feb. | assure 

very interesting business. Best ref- 

erences. 

Address 400, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


























THE BURNS 5 cmeo COMPANY HAS OPEN- 
es DEPARTMENT MANAGERS, Shoe ex- 
perience pam ability make ho trlends, gov- 
ern your Income. Present earn 
four thousand to seventy five Thundred. Many 
= accounts being opened. if y a | 
place in your present locality. We 
+ clear mind important. 
Address 345, Py BOOT & SHOE papegece 
100 East 42nd Street, New York | » Ve 











ESTABLISHED, AGGRESSIVE 
WHOLESALER, WITH NA- 
TIONAL DISTRIBUTION, IN- 
TERESTED IN FACTORY AF- 
FILIATIONS RELIABLE LINES. 
EXCEPTIONAL OPPORTU- 
NITY. 


Address #406, care BOOT & SHOE RECORDER, 
100 East 42nd Street, New York 17, N. Y- 











Boot and Shoe Recorder 





wernt fee « 














LINE WANTED WANTED TO PURCHASE | WANTED TO PURCHASE 


EXPERIENCED YOUNG SHOE TRAV- 
a oe oe Se Se TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


wishes to represent small manufacturer now, or 
in near future. Prefer Infants’, Children’s, Convert into cash—eny quantity 


Misses’, Gents’, Boys’, Growing Girls’, but will YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 


sider others. Excellent references. Address 
£388, care Boot & Shoe Revorder, 100 East RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


42nd Street, New York 17, N. Y. M. K. WEIL SHOE co. 
1215 Washington Avenue—St. Louis, Me. 

















OBBER WISHES TO CONTACT MANU- 
FACTURER of Children’s (8% to 3) 
Stitchdown, Popular price Welt Shoes. Address 


, care Boot & Shoe Recorder, 100 E AS D 
of Street, New York, N. Y. saad pe ig Ae SELL YOUR JOB LOTS 
CLOSE OUTS, JOB LOTS 
r SHORT LEASES ASSUMED SAM CAMITTA & SONS 
MERCHANTS’ NEEDS B. SABIN 95 Reade St. New York 13. N.Y. 


98 DUANE ST. NEW YORK 7, N. Y. FOREMOST SHOE suYaRS 
AKE SIGNS, PRICE CARDS, easily. Veteghene WErth 96508 Oereienet 1-s0re-o 


M quickly. Includes “Make Own” Pen Inks, 
Brush Paints, Cardboards. Instructions $1.00. 


erEn, FO. Box 252, West New York, GET TOP VALUE BARIS BUYS 


In Selling Your Quality Shoes for Men, 
* SURPLUS STOCKS er Wemen and Childre 
BUSINESS OPPORTUNITY *COMPLETE STORE FOR CASH. 
BaRis | SHOS go Inc. 
[LEADING BOYS’ AND MEN'S CLOTHING 120 GAMITTA SHOE CO. Pe. a 
STORE, of Syracuse, New York, 100% Phone — LOMberd 82 79-81 Reade "ste New ¥ York 7, 4. Y. 
location on main street. Space available to 
lease on percentage basis for Boys’ and Men's 
Shoe Department. Address #394, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 


oS SELL US YOUR OVERSTOCK OF BETTER QUALITY SHOES 
QUICK ACTION — FAIR PRICES 
MERCHANTS’ NEEDS Wire - ‘phone or write immediately 


a je A 


Pouy Cure OVER A QUARTER CENTURY 
for Pitee, ae MOSINGER BROS, 1235 wasuincron ave. ST. LOUIS, MO. 










































































WANTED: Dinker Machine. Will Sa 
WE BUY price. Send all information to J. WILLE 
6562 Santa Monica Blvd., Hollywood, Califor- 


SURPLUS AND COMPLETE STOCKS nia. 
OF BETTER GRADE SHOES 


Will be available for shipment in De- FOR CASH QOMEN’S SHOE FACTORY. Will buy 
cember. Order now for early delivery wa Siace Wn ae on of” Bost a 
> e 
M. D. POLLINGER co. SHORT LEASES ASSUMED Shoe Recorder, 209 South State Street, Chicago, 
Holland Bldg., St. Louis, Me. YOUR NAMB AND BRAND mt 


IRVIN RUBIN, INC. WANTED: SMALL SHOE STORE New 


York or vicinity. Write particulars. Address 
“The Howse of Jobs” #378, care Boot & Shoe Recorder, 100 East 


NEW 89 READE STREET 42nd Street, New York 17. N. ¥ 
INVI S l B L E ; we. A.A, 




















MERCHANTS’ NEEDS 











MY HOBBY Adjusting Bunion 
Buying, Selling Shoes for 35 years. — “> 


CASH TOP PRICES 


Discontinued stocks Ask Your Shoe Findings 
Jobber 


HARRY HESS 
76 Reade Street New York 7, N. Y. Est. over 40 years 
Telephone: WOrth 2-8961 THE FISCHER MFG. CO. 


For More Attractive Displays os om ~ “ 
You'll wonder how you ever mana 
without them. Forms os “ook ates - WILL BUY CLOSE OUTS AND 

¢ + ay COMPLETE STOCKS 
mips. Made, of high, cor of Shoes for Men, Women and 
ag $3.00 per dozen = 
palrs—Patent A. > FOR CASH 


F.B.F. DISPLAY CO. BROITMAN-GAFFIN m Hoes, INC. Buy Savings Bonds 




















Route 2, Box 646, Indianapolis 44, indiana 147 oo ny (ew York 7 
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Fall Circular showing 8 color 
Sie 114" 2%" 
6 Doz.—$1.75 
12 Doz.—$3.00 


Canadian 
Funds: Add 
10% 








Great Little Time Savers 
Price Tags with imprinted prices, any selection desired. 
designs ready July Ist. 


“V"—White easel, pink border, green stripes, 
V-1—Autumn colors, orange, brown stripes, white easel, price bieck 


Merchants’ Service Dept., 209 S. State St, Chicago 4, Illinois 


12 Doz.—$5.00 
24 Doz.—$8.00 


Canadian 
Funds: Add 
10% 


. 








STOP NEEDLESS FADING 


TRANSPARENT SHADES STOP FADING RAYS* 
—YET GIVE YOUR DISPLAYS 

COMPLETE VISIBILITY. 

Almost 500,000 in Use! 

*over 90%, by actual test! 


Write for new free book, "Sun Protection Plas 


TRANSPARENT SHADE COMPANY 
Dept. 10 — 501 N. Figueroa St. — Los Angeles 12, Calif. 


Visibility" 














Merrill A. Watson Quits 
Tanners’ Council Post 


New YorK—Merrill A. Watson, who 
has been executive vice-president of the 
Tanners’ Council of America for the 
past 11 years, is to leave that organiza- 
tion to become president of the Institute 
of Carpet Manufacturers of America. 

Announcement of Mr. Watson’s new 
connection was made November 25 by 
M. Karagheusian, chairman of - the 
Board of Trustees of the carpet manu- 
facturers organization. Prior to his 
affiliation with the Tanners’ Council, 
with which he has been connected for 
16 years, Mr. Watson was assistant to 
the president of the American Hide and 
Leather Co, 

At the annual meeting of the Tanners’ 
Council in Chicago, November 21-23, the 
office of executive vice-president was 
left open, as no decision had been 
reached regarding Mr. Watson’s suc- 
cessor. It is expected that Mr. Watson 
will continue with the council until to- 
ward the end of the year, after which 
the present staff will continue to func- 
tion, under the direction of Irving R. 
Glass, who has been economist for the 
council. 


Tanners Seen Conscious 
Of Responsibility 
[CONTINUED FROM PAGE 71] 


Julius G. Schnitzer, chief of the Tex- 
tile and Leather Division of the U. S. 
Department of Commerce, discussed the 
“Outlook for Imported Hide and Skin 
Supplies.” A worldwide increase in de- 
mand for meats is indicated, he said, 
which would lift hide and skin produc- 
tion to levels higher than those exist- 
ing before the war. He put the world 
cattle supply at 700,000,000, the sheep 
supply at roughly the same figure, and 
the goat supply at about 300,000,000. 
United States importers will continue 
to bring into this country large supplies 
of hides, he said, but the greater activ- 
ity of other nations in this respect may 
cause a decrease in the amount of 
American imports. 
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A. W. Zelomek, president of the In- 
ternational Statistical Bureau, New 
York, was the final speaker at the open- 
ing session. His topic was, “Demand 
Prospects for Shoes and Leather.” 

Harold Connett of Surpass Leather 
Company, was elected president of the 
Council at this meeting. J. Louis Nel- 
son was re-elected secretary, and Al- 
bert O. Trostel, Jr. was named treas- 
urer. The position of executive vice- 
president was temporarily left vacant. 


National Hide Association 


Holds Canvention 


CuiIcaAco—A gathering of 80 mem- 
bers formed the attendance at the an- 
nual meeting of the National Hide As- 
sociation held November 20 and 21 at 
the Hotel Morrison, Chicago. Jack 
Weiler, president, made the address of 
welcome and pointed out that in the 
past year the membership has grown 
from 46 to 102, representative of the 
small country hide dealers. He empha- 
sized to his listeners that the days of 
catch-as-catch-can business are over- 
with, that the industry must once again 
adjust itself to sound economic princi- 
ples and proceed from this point on to 
a reasonable-profit basis. 

He was followed by Mr, A. V. Fin- 
gulin, executive director of the associa- 
tion, who likewise stressed the need for 
all factors in the industry to bend 
every effort toward an enlargement of 
products. He pointed out that the asso- 
ciation, with its membership entirely 
centered among the small country deal- 
ers, represents dealers who handle 
about 60% of all the hides sold in this 
country. Therefore they form an im- 
portant segment of the trade and must 
work cooperatively for its advance- 
ment. 

A panel discussion was held in the 
afternoon with Leslie M. Lyon as mod- 
erator. The following day at the open- 
ing session a technical educational 
movie was shown showing the evolu- 
tion from hide to finished product. 

Julius G. Schnitzer, chief of the tex- 
tile and leather division of the Depart- 
ment of Commerce, spoke on the need 
for a thorough study of the various 


Mats AND Ydeas 


OR YOUR 


{ 
NEWSPAPER, ADVERTISING 


—If you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of carefully 
written copy, photographs and beauti- 
ful art work for direct mail and news- 
paper advertising. 


. Vincent Edwards Idea Clip- 
ping Service 
Actual newspaper tear sheets of ads 
of shoe stores; you select the exact 
stores and cities you want to see or 
leave the selection to our advertising 
staff. 


VINCENT EDWARDS & CO. 


World's largest advertising service 
organization 


342 Madison Avenue, New York City 











conditions throughout the trade as well 
as those affecting the supplier and cus- 
tomer. To take steps to remedy the 
many present-day faults is a crying 
need within the industry, is his opin- 
ion. 

Washington Newsreel 

[CONTINUED FROM PAGE 30] 


to firms or business groups on request. 
The material collected by the agency 
covers financial and operating data on 
every phase of American business. 
OPA is forbidden by law to reveal in- 
formation on individual firms, but will 
tabulate and correlate the data to cover 
overall industry and trade groupings. 

Japan’s leather and shoe industry 
will be immune from reparations if the 
report of United States Reparations 
Representative Edwin W. Pauley is put 
into effect. 


Boot and Shoe Recorder 











Ace Bows, Inc. 

Adler-Jones Company : . 
adrian, M. B., & Sons X-Ray Co 
Allied Footwear Co. 

Allied Kid Company : 
American Hide & Leather Co 
American Oak Leather Co. 


American Bhoe CO. .ccccsccceccccscces 93 


arnoft Shoe Co., Inc. ....--+++-++++: 69, 92 


Baris Shoe Company 

Bass, G. H., CO. cocececosseeesescecoace 
Beckwith Mfg. CO. «..+e+-eeeerereeee 
Broitman-Gaffin Shoe Co. 


Cambridge Rubber Oe. nneundesnncsass 
Camitta, Sam, & Sons .... 

Camitta Shoe Company 

Cohan, William, Company 

Colonial Tanning Co. 

Conjor Shoe Co. 


Dewey & Almy Chemical Co 
Douglas, W. L., Shoe Co. 


Eaton, C. An. 


F. B. F. Display Co. 3 
Fischer Mfg. Co. ...-seeeeecceeeeerees 105 
Florsheim Shoe Company 

Foot Pleasure Shoe Co. .......--++++: 
Fortune Shoes 

Friedman Hosiery Corp. 


Gallun, A. F., & Sons Pe 
General Boards Co. 

General Shoe Corp. ....... 
Gerberich-Payne Shoe Co Back Cover 
Gerda Footwear Co., Inc. ........++++. 76 
Gillman Plastic Fixtures . 

Goodrich, B. F., Rubber Co 

Goodwill Shoe Co. .........+.++- 

Goodyear Tire & Rubber Co.. 

Gro-Corad Rubber Co. 


Harper & Kirschten Shoe Co. 


Hecht Fixture Co. 

Hess, Harry 

Highlander Shoes 

Holland-Racine Shoes, In 

Hood Rubber Co., Inc. .... = 
Hubschman, E., & Sons, Inc Cover 


International Dusiness Machines . 
Jarman Shoes 


Kandel Shoe Co. 
Keith, George E., Co. ...... 
Kleinerts, I. B., Rubber Co. 


L. & G. Shoe & Slipper Co. 
Lamet, Irving, Shoe Co. .. 
Lederer Industries, Inc 
Llevor, G., & Co., Inc. .... 
Lion Sandal Company 
Lyons & Company .... 


Marathon Sporting Shoe Co.. 
McBreen Shoe Co., Inc. 
Masinger Bros. ...... 

Mutual Shoe Co., Inc. 


Ohio Leather Company 


Panther-Panco Rubber Co......3r 
Peters Shoe Co. 

Pierce, C. S., Co. 

Pilot Shoe Co. 


Poloner Shoe Co. 

» Inc. 
Primex Equipment Co. 
Promenade Shoe Corp 


Queen Quality Shoes Co. 
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LIGHT TAN 


“Look-they have KIWI again! 


“Yes ma‘am. And we're mighty glad to have even a few tins of 
this fine-quality polish. Many of our customers just won't accept 
any other brand.” 

“Like me, for instance. I guess I've tried them all, but I've never 
found another shoe polish that gives such a long-lasting shine 
with so little rubbing!” 

“That's because KIW1 is so rich in expensive oils and waxes. They 
penetrate right down into the pores of the leather and keep it soft 
and supple. It makes little nicks and scratches disappear, too.” 

“I know you carry only the finest. That's why this is our family’s 
favorite shoe store!” 


KIWI DARK TAN 


MAHOGANY - OX BLOOD 
The ORIGINAL English STAIN shoe polishes 


Also KIWI BLACK + Brown - Tan - Transparent (Neutral) 


Non-stain shoe polishes 


Sole U. S. Distributor 
LYONS & CO. 


120 Duane Street 
New York 7, N.Y. 





Radiant Plastic Products .. 


Rio Grande Importing Co 
Rips Associates 

Roger Kent Co. 

Royal Footwear Co. 
Rubin, Irvin 


Sabin, B. pith 
Schiller’s Metlongs .... 
Selburn Shoe Co. 

Selby Shoe Co. 

Smith, J. P., Shoe Co. 
Smith, Morris W., Co. 


Spiegel, Charles, Co., Inc.. 


Stetson Shoe Company 
Sundial Shoe Co. 


Transparent Shade Co. 
Trimfoot Company 
Tweedie Footwear Corp. 


United Last Company _— 
United Shoe Machinery Corp. 
14, 


United States Rubber Co. .. 


Vamos, Alfred 

Vincent, Edwards & Co. ..... 
We ee GD, cececduccedencsce 
Volk, P. H., & Co., Ine. ..... 


Walk-Over Shoes 
Weil, M. K., Shoe Co 








MADE AT BROCKTON, MASSACHUSETTS BY CHARLES A. EATON 
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Exomic Right and Left Confort Features 
which wearers FEEL and LIKE instantly, are 


your answer to your long-term postwar shoe 


merchandising problem. 

Considering their fine leathers, their wide range 
of intricate styling, and their scores of opera- 
tions which require highly skilled labor, men’s 
shoes are still the greatest bargain in the entire 
field of apparel. 

In addition to their widely recognized skilful 
styling, Etonics enable your men on the floor 
to present tangible points of extra comfort and 


satisfaction as well as long-wearing economy, 


when fitting Etonics—not just that over- 
generalized term “ quality”. The nation’s lead- 
ing stores and departments Coast to Coast know 
well that it pays to sell that first pair of Etonics. 
Their Etonic repeat-sales figures are a signifi- 


ARCH 


cant matter of record. 
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FINE BOOTMAKERS SINCE 1876 


